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HOLE TO ADJUST HANGER 
AND OIL BEARINGS 
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Prices Greatly Reduced 


With the season for the sale of storm-proof barn door hangers at hand, with the 
finest barn door hangers on the market in your stock, and with greatly reduced 
prices, you can command, control and get the majority of this business in your 
locality. 


Recently reduced manufacturing costs have enabled us to quote unusually attractive 
prices on National Builders’ Hardware. This is remarkable, considering that 
National Hardware has always been reasonably priced—and never over-priced. 

You know the reason. It has always been NATIONAL policy to sell DIRECT TO 
THE RETAIL TRADE—a method that has meant a lower retail selling price, a 


larger profit for the dealer, and prompt shipments. 


Get started with the NATIONAL Line yourself. 


Write for this new price list at once. It will help you stimulate Fall trade. 


National Mfg. Company 


Sterling, Illinois 
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Gunning for the Karly Winter Sportsman 









Many Articles 
Needed for Winter 
Games May Be 
Sold by Hardware 


Stores 


multitude of things. From 
dominoes to basket balls, the 
range of articles that comprise the 


Fy mutt winter sports require a 


mcquipment and paraphernalia of 


the winter sportsman are as wide 
in assortment and numerous in de- 
tall as it is possible for the in- 
genuity of man to conceive and 
make. 


Variety of Winter Sports 


From the photographs of window 
displays that illustrate this article 
avery vivid visualization can be 
dbtained regarding the variety of 
winter sporting goods that the 
hardware merchants carry in stock 
for the lovers of winter sports. 
Winter sporting goods are not con- 
fined to men and boys alone, but 
include many articles for the girl 
and woman fond of the various 
forms of indoor and outdoor activ- 
ity. 

The window display of the Stam- 
baugh Thompson Co., Youngstown, 
Ohio, shows a large variety of stock 
without giving the impression of be- 
Ing crowded. The punching bags 
suspended from the ceiling of the 
Window have probably excited inter- 
tst and enthusiasm among the mas- 
tuline members of the community. 
likewise the boxing gloves have a 
Muliar appeal of their own to boys 


and men who enjoy the rough adven- 


ture of competitive sport. The popu- 
larity that boxing has enjoyed since 
the war has not only increased the 
sale of gloves, bags, “gym” shoes and 
trunks, but it has done a great deal 
in helping to develop the young men 
of the nation into better all around 
athletes and sportsmen. 

Any boy or youth who entertains 
any interest in ‘boxing at all is a 
good prospective buyer of many of 
the other articles shown in this win- 
dow display. These include medi- 
cine balls, dumb bells, Indian clubs, 
sweaters and other things that are 
used in training the body to a 
rugged hardness to resist the im- 
pact of gloved fist on body or jaw. 

Supplying Clubs 

Basket ball also is a game that 
always has a large number of fol- 
lowers, and each team requires five 
men. This being the case the 
chances for the dealer who caters 
to the basket ball clubs in his 
community to sell not only basket 


ball equipment, including such 
things as balls, nets, shoes, socks, 
trunks, sweaters, jerseys, knee 


caps, ankle supporters, supporters, 
etc., are limited only by the qual- 
ity of his initiative in going out af- 
ter this kind of business. Once a 
dealer has won the confidence and 
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Interesting the 
Sport Lover by 
\ttrae- 
Wind 
Displays 


Means ot 


tive Ow 


support of a local team, the amount 
of business that the members of 
that team may be able to influence 
in his favor will be felt materially 
in practically every department of 
his store. 


Interesting the Family 


The members of the team buy 
their equipment at his store. One 
of the boy’s father tells his son to 
get him some tool or an article of 
automobile equipment. The boy 
will be apt to go to the store his 
team patronizes. The boy’s mother 
wanis some household utensil. If 
the boy goes for it he will again go 
to the hardware dealer, who sold 
him his sporting goods, or possibly 
at least mention to his mother the 
fact that the hardware dealer car- 
ries just the thing that she wants. 
The mother may with a mother’s 
curiosity go to the store to- see 
what kind of a place it is that her 
boy seems inclined to favor. And 
so it goes. The father pleased with 
the tools or the accessory will 
probably get something else at the 
same store, and being pleased again 
pass the word along to some of his 
business or social acquaintances. 

The show case shown with this 
article shows a number of winter 
sporting articles of interest to all 
lovers of sport. It is on the main 
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floor of a well known hardware 
store, located in Springfield, Mass., 
and aecompanying the display of 
golf bags, nets, sport shoes, gym- 
nasium articles and sundries js q 
sign announcing that the complete 
sporting goods department is on 
the second floor. It is a notable in- 
stance of clever display and has ac- 
complished its purpose by induc- 
ing many people to visit the second 
floor, who otherwise would not have 
thought of the sporting goods that 
they desixeu 

The lateness of the hunting sea- 
son in many parts of the East may 
cause a certain amount of criticism 
to be leveled at us for showing illus- 
trations of hunting goods. It should 
be offered, perhaps, by way of ex- 
planation that the hunting season 
extends well on through the winter 
in different parts of the country, 
and it is therefore not only practi- 
cal, but profitable for dealers who 
are situated in localities where 
hunting of some sort continues 


he G. 8. I Hard C as decorated by Wallace throughout the winter to show 
This window of the G. 8S. Lawrence Hardware Co. was ; 2 ; : “4 
Breightenbucher and aroused the interest of the sportsmen of Butler, N. J. sporting goods and hunting equip 

It depicts a bungalow in an ideal hunting country ment. The alert dealer is continu- 





























This display of the Stambaugh Thompson Co. makes a direct appeal to the boy. It guarantees to supply both his indoor and 
outdoor needs 
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No real outdoor man could see this window and continue on his way without stopping and investigating. Guns, ammunitior 
gun cases and knives are to be found in orderly profusion. There are also some mighty good looking shooting coats and boots 


Ce 


ally watching for new ideas, and it 
is to him that this article is ad- 
dressed, and for whom these photo- 
graphs are shown. 

Thirty-eight miles from New 
York City on the tracks of the New 
York, Susquehanna & Western 
Railroad is a little town with a 
population that fluctuates around 
the 3000 mark, and which is desig- 
nated on the railroad time tables 
as Butler, N. J. We know relative- 
ly little about the civic pride of 
Butler, but from what we know of 
the G. S. Lawrence Hardware Co., 
we feel little hesitancy in express- 
ing the belief that it is one of the 
oustanding things to which all But- 
lerites may point with justifiable 
pride. 

For in the matter of window dis- 
Plays alone the Lawrence Hard- 
ware Co., would probably be listed 
with the leading stores of the coun- 
try. Wallace Breightenbucher de- 
signs the window arrangements and 
employs an originality and tech- 


to be seen 


Here is another view of the G. 8S. Lawrence Hardware Co.'s window It 
proves the fact that you can get results regardless of the amount of space 
you have at your disposal 
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nique in arrangement that is mani- 
festly above the average. 


An Interesting Window 


A view of a hunting window 
which he designed and installed ac- 
companies this article. Although 
the details of the display do not 
stand out as clearly as they would 
if the cut had been made from a 
commercial photograph instead of 
a snap shot, it is, nevertheless, dis- 
tinct enough to give an adequate 
idea regarding the nature of the 
display and its general effective- 
ness. 

In speaking about this display a 
member of the firm said: 

“The background is made up of 
muslin. Mr. Breightenbucher used 
paint out of stock to paint the moun- 
tains, trees and the man and dog 
standing on the side hill. 

“You will note in the picture a 
squirrel and a quail. These were 
shot last fall by Mr. Breighten- 
bucher and stuffed by him. The 
bungalow and boat house, which 
are shown in the picture, were built 
by Mr. Breightenbucher, and as we 
sell roofing paper and asbestos 
shingles these buildings serve to 
sell some shingles and roofing pa- 
per. Many a man will come in our 


store and want to know where he 
can purchase the same kind of red 


and green shingles that are on those 
buildings in the window. Then our 
salesmen get busy and tell him that 
we carry a stock, find out how many 
squares he is going to be in the 
market for and quote him prices. 
The next day or two our delivery 
truck takes him the order. 

“The little men shown in the 
fields were dressed by Mr. Breigh- 
tenbucher with khaki trousers, coats 
and red caps, and each has a small 
gun in his hands ready to nip any- 
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thing that comes in sight. The lit- 
tle men seem to be great favorites 
with the children, and often the 
boys looking in at the display will 
say, ‘I certainly will be glad when 
Mother will let Dad buy me a sin- 
gle barrel shot gun.’ If the father 
happens to come into the store our 
sales force, who know his boy was 
interested in a gun, will ask him 
how old the boy is and how soon 
he will let him have a gun. By this 
way we usually get the first chance 
to sell him a gun when he gets old 
enough to get a hunter’s license. 
Attracting the Motorist 

“This window display also has the 
automobile parties stopping and 
looking, and our sales force is right 
on the job to explain the different 
shells and guns, and as we have a 
large farming trade our salesmen 
know who has got a rabbit or coon 
dog for sale. In this way we have 
sent many a buyer during the hunt- 
ing season to these farmer boys who 
will take them out in the fields and 
show them what this dog or that 
will do. Nine times out of ten they 
will pay anything in reason for a 
good rabbit dog. When we hear the 
sale was made through us we are 
pretty sure that this boy or man is 
going to have a new waterproof 
hunting coat or something else in 
the hunting line, and that the Law- 
rence Hardware Store will be the 
place where he will get it. 

“We are satisfied to know that 
when a sportsman gets service, 
quality and price which we give 
him at our store he will be a friend 
of ours not only in the fall during 
the hunting season, but just as long 
as he happens to be located in our 
territory.” 

The approach of the Christmas 
season will add materially to the in- 
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terest that the average person has in 
sporting goods. The sale of foot. 
balls and football goods generally js 
often as large in volume during the 
holiday period as it is in the fall 
during the time that the ’varsity 
teams are in action. Fowler & Sel- 
lers, White Plains, N. Y., for in- 
stance, did an exceptional business jn 
sporting goods last year just before 
the holidays. For boys and young 
men numerous articles of sporting 
goods are the most acceptable kind 
of Christmas gifts. The holiday 
business in this line that Fowler & 
Sellers did last year was the direct 
result of their successful merchan- 
dizing methods, in making known to 
the people of their community that 
they were the headquarters for 
Christmas gifts of all kinds, 

The present time is a particularly 
favorable one for the sporting goods 
department manager to draw up a 
list of articles that are sold in his 
department, and to have this list 
made up in the form of a circular as 
a few reminders to the store’s cus- 
tomers that it carries a large variety 
of goods in stock suitable for Christ- 
mas gifts. 


Good Business Expected 

Reports from practically all of the 
large jobbing centers of the country 
indicate that the sale of sporting 
goods for the Christmas trade has 
been remarkably good. 

Sporting goods has the distinction 
of attracting the younger and per- 
haps more progressive younger ele- 
ment into the hardware store. The 
variety of interests that this element 
represents, and the spheres of influ- 
ence with which it comes in contact 
are worthy of consideration to the 
progressive merchant who is endeav- 
oring by every legitimate means to 
increase his business. 





metry of display and number of sports represented tt would be difficult to surpass this showcase. 


Golf, tennis, football, 


basketball and gymnastics are all represented in this well balanced exhibit 


















The Value of Standardized Stock Arrangement 


Orderly and Systematic Arrangement of Stock 


Increases 


Efficiency ot 


N Salesman 


and 
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HEN you are buying goods 

for seven hardware stores 

your bills run high, and you 
soon realize that one of the essen- 
tial details of operating branch 
stores profitably is the close regu- 
lation of stocks. To keep posted on 
how much has been sold, how much 
is left in stock, how much in the 
way of replacement should be sent, 
and the possibilities of a special 
seasonable demand, are a few of 
_the points which must be regulated 
from headquarters. 

In view of the fact that. every 
business move made in any of the 
seven stores operated by James & 
Hawkins, Inc., Jamaica, N. Y., is 
recorded on paper, it is not a very 
difficult matter for them to keep 
posted on stock conditions. Percy 
G. James, president, attends to this 
personally. He has originated three 
classes of requisitions for the use 
of branch managers, each of which 
has special uses and applications. 


Stock Requisitions 


The first requisition is a regular 
form on which the manager re- 
quests stock as he thinks he needs 
it. This gives the stock number, 
the quantity needed and the name 
of the article. The items on this 
order are closely examined before 
they receive an O.K. from Mr. 
James, He consults his stock 
books, looks up—for example, let us 
Say rakes—and finds that the 
Hempstead branch has sold an 
average of three dozen rakes per 
month for the past four or five 





years. He sees that the full stock 
for this branch on this particular 
rake has been about four dozen. 
His figures show that out of the 
four dozen in full stock half the 
amount has been sold. The man- 
ager wants two dozen more. Mr. 


EDITOR'S NOTE This is the second 
of a series of five articles by Charles J. 
Heale describing the branch store 
system as applied to the hardware 
business by James & Hawkins, Inc., 
Jamaica, N. Y. The third article will 
appear in an early issue 


James figures that it is getting late 
in the season for rakes of this kind, 
and accordingly reduces the order 
to one dozen, checking the item and 
narking his stock books to the effect 
that he has approved of one dozen 
rakes for the Hempstead branch 
These figures, of course, are in no 
way representative of anything— 
but they show the principle in- 
volved. So on down the list he 
passes his watchful eye, basing the 
stock allotment on the season and 
on the past demand for the article. 
Sometimes the manager feels that 
he has special need of extra stock 
because of a window display on an 
item. In some cases he is found to 
be in the right and the order may 
be slightly increased. 

The second class of requisition is 
on goods actually sold in excess of 
regular stock quantity. This is us- 
ually a rush proposition and is 
passed upon without comment. If 
this situation arises again 
same item it would seem that 
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on the 


the 


stock allotment for the branch is 
too small, and consideration is 
given to an increase which the 
branch manager requests on the 
first form. 

The third form is for special or- 


ders on goods not carried regularly 
in stock, or for irregular goods 
where only a sample is on display. 
As the stores are all close at hand 
quick auto delivery can be given 
on this kind of an order. 

The branch manager keeps a car- 
bon copy of all requisitions he 
sends in and checks it against his 
consignments. This scheme of 
stock regulation prevents too many 
dead items at inventory time, and 
serves to. keep business in all 
branches in a healthy state. It also 
enables the main office to keep 
abreast of local conditions and de- 
mands in the seven towns where the 
branch stores are -operated. It 
sometimes prompts investigation 
why certain items that sell well in 
one town go poorly in another. A 
little research work quik shows 
that there is less or that 
the line has not been given the 
proper attention. The trouble is 
remedied by smaller stock allot- 
ments, or by a more aggressive local 
sales campaign. 


as 


1} 
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Stock Arrangement 


The stock arrangement of shelf 
hardware is of extreme importance 


and does much to make for the effi- 


ciency of the branch stores. 
Mr. James has made ten divi 
sions of the items usually know? 
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as shelf hardware. Each division 
is numbered and partitioned in the 
wall arrangement. The divisions 
are as follows: Section 1 is auto 
parts, including such parts for the 
car as, gaskets, hose coupling 
rings, small tools, grease cups and 
spark plugs. Section 2 is given 
over to mechanics’ tools, including 
measuring tapes, calipers, scrapers, 
paper hangers’ tools, punches and 
plumbs~ and _ levels. Electrical 
goods are found in Section 3— 
friction tape, fuses, replacement 
plugs, switches of all kinds, door 
bells, and push buttons. In this 
section door butts have been in- 
cluded for lack of a better classi- 
fication. Division 4 contains cabi- 
net hardware, including hooks, 
drawer handles, trunk accessories, 
various sizes and styles of padlocks 
and oil cans, which do not belong 
in this class but need some location. 
In Section 5, known as bolts, nuts, 
etc., we find staples, door catches, 
door handles, hasps and clothing 
hooks. Spigots are also in this sec- 
tion for the same reason that oil 
cans are in with items of cabinet 
hardware. Wrought goods of vari- 


ous kinds are to be found in Sec- 
tion 6. 
Bright wire goods are in Section 
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7, and Section 8 includes various 
articles of builder’s hardware not 
found in any other section. Mis- 
cellaneous household necessities are 
in Section 9 and 10. The latter sec- 
tion is cut out in order to provide 
for a wrapping and change desk. 
This system of shelf hardware 
arrangement has been put into ef- 
fect in all seven branches and can al- 
ways be found along the right- 
hand wall as one enters the store. 
Not only are the sections in each 
store identical, but the various 
items in the boxes are always to be 
found in the same respective places. 


Advantages of This System 


The advantages of this scheme 
are obvious. A salesman can be- 
come thoroughly familiar with the 
location of stock in a very short 
time, and could in an emergency 
go to any branch and feel perfect- 
ly at home with the stock. Each 
branch has a stock room, either at 
the rear, upstairs or in the base- 
ment, where overstock is kept. The 
arrangement of overstock is also 
standardized and classified in the 
same way as are the boxes of shelf 
hardware. The main warehouse in 
Jamaica has been laid out on the 
same plan. Any salesman or stock 
boy can easily locate any given 
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article on the sales floor or in the 
stock room in any of the seven 
stores. 

Deciding the general classifica- 
tions of shelf hardware was a real 
task. It was soon found that the 
divisions could not be followed rig- 
idly, but that fact does not make 
standardization of arrangement any 
less valuable. It gives each item 
carried a permanent location which 
can be easily found without grop- 
ing about in the presence of the cus- 
tomer. This plan is a great help 
in breaking in stock boys as sales- 
men as they already know the clas- 
sifications. 

A scheme such as this could be 
worked out in a single store to ad- 
vantage as it would serve to make 
things run with greater ease and 
smoothness. There is nothing so 
annoying to customers as being 
served by a salesman who can’t find 
the goods asked for, particularly 
when they are in a hurry. 


The Motor Truck Fleet 


James & Hawkins operate a fleet 
of twelve motor trucks, consisting 
of one Oldsmobile for heavy duty, 
seven Dodges and four Fords. All 
goods from manufacturers and job- 
bers are delivered to the parent 
store in Jamaica. From that point 











This arrangement of the shelf hardware stock is to be found in all of James & Hawkins, Inc., stores on the right-hand side 


as one enters the door. 


The various iteme are classified in ten dstinot divistones 
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the branches are supplied by means 
of the company’s trucks. 

At the rear of the main store a 
shipping department has been es- 
tablished for the movement of 
stock to branches. Each store has 
a separate bin assigned to it which 
is large enough to contain a truck 
load of goods. Approved requisi- 
tions are passed to the shipper who 
proceeds to fill the bins with the 
required goods. Routing of the 
trucks, of course, is determined on 
the requirements of the occasion. 
Daily trips are made to Flushing, 
Rockville Center, Hempstead, Rich- 
mond Hill, Glen Cove and two trips 
a week to Bayshore. 

On special telephone orders the 
company sometimes send a Ford 
truck immediately with all goods 
that are ready for that branch. 

Each branch store has a truck at 
its disposal daily so that deliveries 
can be made promptly to customers. 
Driver receipts are given on C.O.D. 
orders. On charge accounts where 
goods are delivered by truck the 
driver collects a receipt which is 
checked against the books in the 
main office. 


Interior Arrangement the Same 


The general interior appearance 
of each branch of James & Haw- 
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kins, Inc., bears a striking resem- 
blance to each of the others. Stock 
is arranged in the same way as 
much as possible. 

At inventory time special teams 
from the main store are formed. 
Each team is assigned to certain 
classes of goods to be.checked in 
all seven stores. The team idea has 
worked out so well that the entire 
business is gone over within one 
week. Goods which did not sell 
well and which are to be discon- 
tinued are called job lots. These 
are priced low and put on display 
on a special table reserved for this 
purpose, usually in the branch 
where it has been found that they 
were slow sellers. 


Little Dead Stock 


Due to the close watch kept on 
sales and stock conditions there is 
very little dead stock found at the 
end of the year. 

In fact the actual amount of job 
lot stock as it is called was ridicu- 
lously small at the close of business 
for the year 1920. The exact figures 
are not available for publication, but 
it is sufficient to say that the total 
of this class of dead goods in all 
seven stores would have done credit 
to a very small hardware store in 
a very small town. 
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The one factor that made this pos- 
sible was the regulation of stock. 
You do not have to operate any 
branches in order to regulate stock. 
A single store such as you may be 
running has the need of complete 
stock control. This is particularly 
true when ordering replacements on 
seasonable goods. 


Work Out Your Own System 


Every dealer could work out a spe- 
cial system applicable to his own 
store. The system should provide for 
statistics on goods sold for the past 
three years. With such records a 
line on market conditions of any 
given item could be gotten at a 
glance. Buying could be done more 
intelligently and the dealer would 
have his finger perpetually on the 
pulse of his business. If some line 
has sold better this month there may 
be some reason for it that is not 
readily apparent. You not 
jump to the conclusion that a sudden 
increase in demand is permanent 
You must sit down and reason out 
the cause. Perhaps the weather was 
a factor, perhaps you pushed the 
item harder, or maybe some local 
event or campaign helped move the 
goods more rapidly. Find out and 
then act accordingly and the result 
will be beneficial. 





- 








Tt is easy to see the advantages of this system of classification. 
addition saves the customer's time. 


It makes it easy for the salesman to find the goods and in 
Prompt service makes him @ steady patron 








Displaying Tools on a Level with the Eye 


The T. B. Rayl Co., Detroit, Shows Saws and Other 
Tools in Specially Built Cabinets and Display 
Boards—Making the Companion Sale 


7B NOOLS are instrumental to the 
progress of civilization. 


Take these necessary imple- 
ments away today and decay and dis- 
integration will set in tomorrow. 
There is no surer way to arrest 
progress than to deprive humanity 
of the tools with which it does 
things. Every cathedral spire, every 
school bell, every book, every light 
along the way of life was made by 
means of them. Were there no tools 
there would be no building, no print- 
ing and no advancement. 

The hardware dealer is selling 
progress and prosperity when he 
sells tools. He makes himself a cog 
in the wheel which grinds out the 
new and better days. 

The hardware store is the first 
store that sets up in a pioneer com- 
munity, and it is essential because 
it sells tools. Go into a new mining 


camp and even before the grocery 
store has opened its doors you will 
find a hardware man. His store may 
be a tent, but his stock is sure to 
contain the various implements es- 
sential to the community. Saws and 
ropes and hammers have to be on 
the job as soon as the miners are, 
for without their help no building 
can be done. 

Hardware men should be proud of 
their place in the scheme of things 
for they are selling the most useful 
things in the land. They are per- 
forming a real service in selling 
washing machines, electrical devices, 
tools and the other necessary articles 
which are found in every stock. 

Tools are one of the ‘best bets” 
for a hardware store, and deserve 
all the consideration and sales stimu- 
lus that the wide awake dealer can 
give them, 


Someone has uttered a big truth 
in the statement ‘‘familiarity breeds 
contempt,” and it applies to tools in 
a hardware store. Too often they 
become accepted facts, mere items of 
routine and are relegated to the 
background. If we gave tools the 
same effort and thought that we do 
to electric washing machines or paint 
or several other lines, isn’t it a cer- 
tainty that we would sell more of 
them? 

It is a pleasure to visit a tool de- 
partment such as is found in the 
store of the T. B. Ray] Co., Detroit. 
Here is a stock that is an exceptional 
one. It is not only large, but is well 
selected, is representative in every 
particular, and does not make neces- 
sary the saying ‘‘we haven’t anything 
just like that.” It is a stock which 
fills the needs of the community, and 
it bears the stamp of quality. The 














What prospective customer can enter the store of the T. B. Rayl Co., 
because they are on the level with the eye. 


Detroit, and fail to see these sawa? ’ 
Only one length of each style of saw is shown and the balance of the stock 
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They are pi 
» kept 


in the drawers which may be seen below the display case 
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Rayl management will not allow 
cheap, inferior tools in the store. It 
believes that this class of goods 
should not be sold by reputable hard- 
ware concerns, and that such busi- 
ness is more injurious than benefi- 
cial, 

One of the features of this tool 
stock is the saw case, which is a 
specially built cabinet for the dis- 
playing and stocking of saws. These 
tools were formerly piled up in boxes 
and were exceedingly difficult to 
reach. Then the cabinet was built, 
and the various kinds of hand saws 
are now displayed behind glass doors 
which easily swing open. The re- 
serve stock is underneath in drawers 
which are plainly labeled. Just one 
length of a particular kind of saw is 
shown on the display board, with the 
other lengths in the drawers under- 
neath. The display is extremely in- 
viting, and is so large that the me- 
chanic or householder is sure to no- 
tice it and to be reminded that the 
store has saws for sale. 

It has been found necessary to 
change the particular saw which is 
put on the display board quite often, 
in order to save rust and to prevent 








its becoming shop worn. In view of 
this the saw is frequently sold direct 
from the board, and another one of 
the same type is selected from the 
reserve stock to be placed upon the 
board. 

Other tools are shown on swinging 
display boards with the stock direct- 
ly behind them. These boards are 
of convenient height so there is no 
climbing around for boxes and no 
delay in filling the wants of the cus- 
tomers. 


Making the Companion Sale 


One of the best departments in a 
hardware store for the companion 
sale is the tool department. Of 
course, by companion sale we mean 
the selling of other things which go 
with the item the customer first in- 
tended to buy. If a man comes in 
to buy a saw, isn’t it perfectly nat- 
ural to call his attention to hammers? 
A saw must have a hammer for its 
companion if any task is really to be 
accomplished. And a saw and ham- 
mer suggest a plane.. They all 
go together. There is hardly a 
tool sold which does not call for 
some other tool, and the wise tool 


The same 


customer is able to see the entire 


tool 


idea is carried ¢ n displaying othe 


tools as may be seen by this display of chisels 


upon swinging boards. In this way the 
stock in a Jew 
Incidentally the salesman doesn’t have 


over the entire stock to get the needed 


It’s a time-saver for everyone 





salesman is always eager to seize the 
opportunity of selling a number of 
tools instead of one. After the ham- 
mer is bought he is going to show a 
shiny new saw or a well-constructed 
plane, and try to double the business 
from that customer by having him 
take home two tools instead of one. 

Some stores carry kits of automo- 
bile tools, and when the motorist 
comes in to buy a certain kind of a 
wrench the salesman will unfold a 
roll of tools and show them to him. 
After looking at the roll he is apt 
to exclaim: “Well, there’s just the 
kind of a plier I have been wanting.” 

Don’t ever get the mistaken idea 
that you are making yourself ob- 
noxious when you show the customer 
some other tool. The chances are he 
needs it and has just been waiting to 
see it. Of course it is not good sales- 
manship to crowd him, or force 
him, or try to make him buy any- 
thing he doesn’t want, but it is 
good salesmanship to try and sell 
him something he needs. 

Sell tools with your head up, and 
sell every customer more than one 
tool if you can. You benefit both the 
customer and yourself. 














| 






The Electrical Home as a Sales. Producer 


The Electrical Goods Business Has Found a Novel 
Way of Interesting New Customers Which 
Can Be Used by Hardware Merchants 


all the real hardware stores in 

the country sell electrical mer- 
chandise—some more and some less— 
but it is an important item for those 
that do. In this connection one can- 
not but think that hardware men 
have, as a class, gone only halfway 
into the electrical proposition. For 
while they have seen and grasped the 
market possibilities of electrical 
items, they haven’t seen and grasped 
a good many of the electrical men’s 
successful methods of selling, nor 
have they “hitched on” to some of 
his sales development schemes. 

For example, the “electrical home” 
idea is one which has been overlooked 
to a considerable degree by the hard- 
ware trade. Manufacturers of elec- 
trical goods in various sections of the 
country are getting together and 


A PPROXIMATELY one-third of 


opening what they call “electrical 


homes.” They get some real estate 
man who builds homes on specula- 
tion to loan them a new huuse for a 
month or so. Then they procure com- 
plete furnishings to equip it. This 
being done, they install all sorts of 
electrical devices and appliances. 
Finally the public is invited to come 
and inspect. 


A Popular Idea 


And the public comes in swarms. 
Out in Cleveland over 65,000 people 
inspected the first two electrical 
homes, and a considerable number 
gave their names, and indicated the 
various electrical devices in which 
they were interested. As a result, 
the electrical dealers in that city have 
first chance at the vast amount of ap- 
pliance business stirred up by this 
form of publicity. 

Similar electrical homes have been 
built and exhibited in Los Angeles 


The December 1 issue of HARDWARE AGE will be 
a Christmas number, and will contain a variety of 
articles directed expressly at the hardware merchant 
who is desirous of obtaining his share of the holiday 
trade. There will be articles on tools, electrical spe- 
cialties, cutlery, silverware, household goods, sporting 


By FRANK B. RAE, JR. 


and Berkeley, Cal., and a dozen other 
centers. In every case reported the 
scheme has been a decided success. 
Thousands of people always attend 
and a large percentage buy. The 
idea is a business builder in every 
way. 


Hardware Possibilities 


Why do not the hardware men 
edge into this movement? Why give 
the electrical trade the exclusive ad- 
vantage of this creative force? No 
reason exists, apparently, save that 
the hardware trade has not realized 
the opportunity, and has rarely been 
informed of the plan until it has been 
too late to participate. 


The first thing for hardware deal- 
ers to realize is that the electrical 
fellows are very strong on what they 
call co-operation. In few other trades 
or industries do you find so much 
association activity. So in order to 
“hitch rides” on the electrical men’s 
band wagon, it is necessary to get ac- 
quainted with these associations lo- 
cally, to know the men in them, and 
to keep posted on what they are do- 
ing. That isn’t. so very difficult. 
Sometimes, of course, it will be 
found that they are very close and 
unfriendly to merchants whom they 
deem to be “outsiders.” In the ma- 
jority of cases, however, they wel- 
come the hardware man because they 
feel that they have a mutual interest 
in selling electrical goods in the 
right way and at the right price. 
Generally the hardware dealer can 
win their confidence and co-operation 
if he really wants to do so. 

And when you have their confi- 
dence you will find out two things: 
First, that many of the electrical 
dealers and the lighting companies 
do not know a great deal about mer- 





The Christmas Number 


you. 


chandising; and second, that they 
do know a whole lot about electrical 
stuff, which it will pay you to know, 
if you want to make your electrical 
department a success. Their techni- 
cal and pseudo-scientific jargon is 
not of much use or value. Their 
understanding of repair work, or 
“servicing” as it is called, and of 
how to talk electrical goods with an 
air of authority and conviction, is, 
however, worth a lot to anyone who 
sells that kind of stuff. Join your 
merchandising ability to their “know- 
how” and you have an unbeatable and 
profitable combination. 


Business Through Co-operation 


Electrical interests in any sizable 
community—and that includes the 
lighting company, the wiring con- 
tractors, the lighting fixture men and 
the electrical dealers—are continu- 
ally going in for development schemes 
such as the “electrical home’’ idea, 
the “electrical page” idea in the local 
newspapers, and various sorts of 
“electrical weeks,” and shows and 
special campaigns. As the hardware 
dealer’s business tends more and 
more toward electrical items for the 
home, he will find it profitable to 
participate in these movements, to 
“hitch a ride” from his competitors. 
If he does so in the spirit of honest 
co-operation he will be welcomed by 
them. 

It may not always be possible for 
a hardware merchant to go into this 
scheme along the broad lines we have 
described. It would, however, be 
possible for the average hardware 
store to carry out this thought of 
the “electrical house” in a window 
display. This is merely in the na- 
ture of a suggestion but it contains 
possibilities if it can be developed 
along the proper lines. 


goods—in short, everything suitable for gift purposes 
that is sold in the hardware store. 
only a few weeks away, and it will soon be time 
to begin dressing the windows for this season. 
think that the December 1 issue is a good one fo) 
We trust that you will agree with us. 
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A thoroughly equipped electrical kitchen designed by the Standard Electric Stove An electric range, fan and egg beate 
are shown and you can also get hot water by pre né button 








Show-Card Lettering w ith the Stub Pen 


The Single-Stroke Method Described for de Be- 


ginner in the Field of Show-Card Writing— 
Suggestions for the Holiday Season 


G ‘important are probably more 
important and necessary at 
Christmas and the New Year 
than at any other season of the year. 
They lend to the interior of the store 
and show windows the magic festive 
touch that inspires the holiday shop- 
per, and makes the store in keeping 
with the spirit of the season. 

The shopper goes forth each with 
his or her Christmas list of accept- 
able gifts, practical gifts or just lit- 
tle “remembrances.” These gifts 
may vary from washing machines, 
fireless cookers, vacuum cleaners, tool 
chests, silverware, toys and skates, 
down to a pearl handled pen knife 
for “Bill” or a safety razor outfit for 
“Dad-’ 

What a wonderful assortment of 
practical and appropriate gifts may 
be purchased in the hardware store. 
Something for every member of the 
family from “Grandad” down to the 
kiddies. 


Done with N°] Pen 


By JOSEPH BERTRAM JOWITT 


Of course these stocks must be 
turned into cash as they are natur- 
ally heavier during the Christmas 
season. The proper use of show-cards 
and price tickets will do much toward 
making the after-Christmas inven- 
tory a lighter job for everyone. 

Almost any hardware salesman 
can learn to make legible show-cards 
and price tickets in spare moments, 
if he will study and follow these in- 
structions to the letter. Show-card 
writing brings forth ideas. The man 
with ideas is the salesman with initi- 
ative. You have got to get out of 
a rut in order to pass the other fel- 
low. The man who starts out with 
a purpose of doing more than he is 
paid for will eventually be paid for 
more than he does. 

Time was when some merchants 
considered it cheap or common to 
price tag merchandise in their win- 
dows. To-day, however, even the 
most exclusive shops on Fifth 


Avenue, New York City, utilize price 
tickets plainly marked in dollars and 
cents. 

The average auto owner is always 
looking for comparative prices when 
buying his accessories. And the ay- 
erage holiday shopper has just so 
much money to spend. 

Experience in teaching show-card 
writing proves that the beginner 
makes much better progress with the 
lettering pen first before attempting 
to master the brush. There are two 
reasons given for this: 

First because the pen point is 
much stiffer than the hairs of a brush 
and makes a uniform stroke the ex- 
act width of the size pen selected. 
No pressure is required on all hor- 
izontal or perpendicular strokes, and 
but very little pressure on all curved 
or circular strokes. Second, pen let- 
ters are never made as large as with 
the brush. This of course makes the 
strokes shorter and easier. The 
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same kind of ink may be used for 
pen as for the brush if enough water 
is added to make it flow freely. 

If the beginner will study the dif- 
ferent pen strokes as shown in the 
accompanying illustration, he will see 
all the strokes necessary to form the 
entire alphabet. The little arrows 
indicate the direction in which these 
strokes should be taken. The five 
letters of the vowels (including the 
letter S) are the principal letters for 
the student to concentrate upon. 
These letters contain all of the im- 
portant strokes used in the remain- 
ing twenty letters. The rough 
sketches of the Soennecken lettering 
pen point show the many different 
positions in which the pen should be 
held while making the light and 
heavy strokes. The heavy strokes 
are made with the pen handle on an 
angle of 45 degrees. The light 
strokes are made by holding pen 
handle straight upright. The right 
and left oblique or angle strokes used 
in making the letter A are the same 
used in making the letters M, V, W, 
X and Y. The horizontal strokes 
used in making the letter H# are the 
same as used in making the letters 
EY,I,L,B, P, Rand T. The cir- 









Stanley 
Tool 
Cabinet 


An ideal 
Christmas 
Gift 


Lettering done with MS Laat 2 Pers 


ni a 





Nos. 1 and 2 pens made this card 


cular strokes used in making the 
letter O are the fundamental basic 
strokes used in making the letters 
C, D and G. 

Regular show-card ink is some- 
times difficult to obtain in smaller 
towns, but Higgins’ drawing India 
ink, may be purchased in most sta- 
tionery stores. This black ink works 
very well with the lettering pen. 
White cardboard, which is uncoat- 
ed, is the best surface for pen letter- 
ing. 

The Roman alphabet, which accom- 
panies this article, is considered the 
fasiest of all alphabets to read, and 
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it is, therefore, one of the most prac- 
tical for commercial purposes, 
Remember that all down strokes 
from left to right are heavy line 
strokes, made with the full width of 
the pen, while the oblique line to the 
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This serves to show the possibilities of pen- 
lettering 


left is thin. If the beginner will 
remember this important rule, he 
will not make the mistake of having 
the letter A look as if it had been 
written backward. 

To illustrate more clearly, the 
reader’s attention is called to the 
down strokes from left to right on 
the capital letters, A, K, M, N, V, W, 
X and Y. The top and bottom guide 
lines shown on the plate were ruled 
in ink instead of pencil, in order that 


Sample 
Pen Work 


Showing 
Differ ent 


Size: 
Strokes 


Four sizes of pens were used in making 
this card, Nos. 1, 2, 3 and 


they would show plainly in repro- 
ducing. It is important that the be- 
ginner should draw the top and bot- 
tom guide lines when laying out a 
show card, as it is an easy matter 
to erase them with a piece of art 
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gum after the card is finished. The 
distance between the guide lines for 
the capital letters is three-quarters 
of an inch. The ascending and de- 
scending lower-case letters should 
occupy one-quarter more additional 
space above and below the body guide 
lines. 

By carefully studying and practis- 
ing the simple basic strokes shown 
at the extreme right lower corner of 
plate, the beginner will readily 


grasp the construction of the letters 


and the direction of the strokes of 
the various parts necessary in copy- 
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This shows what the No. 3 pen can do 


ing the other letters. It is not ad- 
visable to attempt to form any of the 
letters until a general knowledge of 
the different strokes, used in form- 
ing them, is first acquired and per- 
fected. 

Red, green and white are the 
Christmas colors, and a little holly 
roughly painted on the corner of the 
card, or some real holly pinned to the 
card will give a wonderful Christmas 
effect. 


Metropolitan Assn. Banquet 


Jan. 18, 1922, is the tentative date 
set for the annual banquet of the Mi 


ropolitan Hardware Associ iation, which 
will be held at the Hotel Commodore, 
Forty-second Street and Lexington 
Avenue, New York City, according to 
H. A. Cornell, chairman of the enter- 
tainment committe n charge of ar- 
rangements. Mr. Cornell is anxious to 
receive suggesti ons from members of 


the metropolitan hardware trade re- 
garding the tentative date and place 


for the banquet at which all branches 
of the New York hardware business 
will be represented. 


S. Kadets has opened a hardware 
ind kitchen furnishing store at 302 
Bridge St., North Weymouth, Mass. 
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Creating Customers with Moving Displays 


This Tool Window Won the Fitchburg, Mass., 
Display Contest and Was Directly Respon- 


sible for a Decided Increase in Sales 


rQHIS story deals with 2 window- 
| trimming contest, a retail hard- 
ware store, and how a display 
man put it over on all the other mer- 
chants in a busy little Massachusetts 
city. 
Quite recently the Chamber of 
Commerce, Fitchburg, Mass., con- 
ducted a window-trimming contest 


the merchants to start decorating. 

The rules of the contest were few 
and simple. Each exhibitor was al- 
lowed but one window display in com- 
petition. Competing windows were 
not to be exposed to the general pub- 
lic until 7.30 o’clock the evening the 
judge would inspect the displays. No 
stipulations were made as to what 


and band up and down the thorough- 
fare had some job to keep personal 
damage suits from being started 
against the street railway company. 

G. H. Trombly, display man, as 
well as advertising manager and card 
writer of the Fitchburg Hardware 
Co., got busy on Monday. From the 
Simonds Mfg. Co., Fitchburg, he se- 

















This tool window of the Fitchburg Hardware Co., decorated by G. H. Trombly, led the hardware class in the recent window dis- 


play contest at Fitchburg, Mass. 


in connection with a fall style show. 
It was the first time it had ever at- 
tempted such a thing. The contest 
was conducted solely for the purpose 
of attracting attention and business 
to the Fitchburg merchants. The va- 
rious merchants were divided into 
ten classes, and Ernest C. Hastings, 
managing editor Dry Goods Econo- 
mist, New York City, was selected as 
judge. The hardware, sporting goods 
and rubber merchants constituted 
one class. The Chamber of Com- 
merce then engaged a band, and ar- 
ranged with the local street railway 
company to run the band in a car 
up and down the main street during 
the evening when Mr. Hastings was 
to inspect the windows. It then told 


should be put in a window except 
that the goods must be sold by the 
competing merchant. 

Main Street, Fitchburg, is quite a 
long street, although that part of it 
devoted to stores competing in the 
contest is comparatively short. The 
contest was staged on a Tuesday 
night. It is conservatively estimated 
30,000 persons crowded themselves 
into the mercantile section of the 
street—more people than aided in 
the city’s Armistice Day celebration 
in 1918. The crowd came from Leo- 
minster, Gardner, Lunenburg, West- 
minster, the Townsends and other 
places miles away, some of them long 
before the windows were exposed. 
The poor motorman who ran the car 
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The revolving circular saws in the background were largely responsible for the decision 


cured the loan of a board having 4 
black background on which were sta- 
tioned seven large circular wood-cut- 
ting saws. The name Simonds was 
spelled out on the saws, one letter to 
each saw, the stud supporting each 
letter running through the hole in 
the center of the saw. The saws, 12 
back of the board, were connected up 
by an endless belt with a motor, and 
revolved on the studs. Two lamps 
were stationed on the upper ends of 
the board rotated, and heat generated 
from the electric bulbs furnished the 
motive power in this case. A red 
spot light on one side of the board 
and a green light on the other side 
blended their rays on the revolving 
saws. The board complete weigh 
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600 Ibs. The Simonds Mfg. Co. dis- 
played it some time ago at an exhi- 
bition in the West. 

Below the ‘saw display, Mr. Trom- 
bly constructed two sunbursts of 
screw drivers with abrasive wheels 
as centers, on a background of red 
mottled paper. In the foreground he 
had a display of fine tools, levels, 
hand saws, planes, hammers, hatchets 
and, in fact, a good but not over- 
crowded assortment of tools sugges- 
tive of home construction. The wings 
of the window were banked with 
board displays of builders’ hardware, 
while conspicuously displayed was a 
neatly executed card on which was 
inscribed, “Heralds of the Coming 
Season—Inspection Invited.” The 
compieteness and simplicity of the 
entire effect was striking. 


Moving Displays Attract 


Mr. Trombly was banking on im- 
mediately catching the public eye 
with his fast-revolving saws with the 
soft shades of light reflected on the 
metal. Nothing catches the eye 
quicker than something in motion. 
Having gained the attention of the 
public, he presented a pleasing as- 
sortment of merchandise that in- 
yited study by young and old. To 
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the women this merchandise sug- 
gested a new house; it created a de- 
sire in the man to own and use the 
tools, and to the youngsters it offered 
a field of delight and imagination. 
The average real boy treasures a 
pocket knife more than anything else 
except his mother and father. The 
connection between a pocket knife 
and carpenter tools is closer in the 
youngster’s heart than most people 
realize. Mr. Trombly is looking for 
future as well as immediate custom- 
ers for the Fitchburg Hardware Co. 
Two uprights, supporting vases with 
real flowers in them added their mite 
to the richness of the display as a 
whole. 

The hope of winning the contest 
was. centered on this window. Hav- 
ing finished the display Monday 
night, Mr. Trombly on Tuesday 
started and completed a sporting 
goods window before 7.30 o’clock 
that evening. It is interesting to 
note that the total cash outlay on 
these two windows amounted to 
$2.60. 

When the 130 competing Fitch- 
burg merchants revealed their win- 
dows the crowd began to surge up 
and down Main Street. Inside of 
half an hour there was a jam in front 
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of the Fitchburg Hardware Co. store. 
The police did their best to keep the 
crowd moving at this point, but it 
was a losing fight. The jam extended 
across the street and up against the 
opposite buildings; it had two dense 
flanks that extended up and down the 
thoroughfare. Boys and young men, 
unable to get a good view, climbed 
telephone and telegraph poles. The 
scene resembled that before the bul- 
letin board of a large city daily pa- 
per on election night. Along about 
midnight, when the lights were ex- 
tinguished, there was a crowd still 
there looking at the window display. 

The Chamber of Commerce award- 
ed the prizes on the evening of the 
following Thursday at a _ general 
salesmen’s meeting. 


The Effect of the Display 


From a strictly doilars and cents 
hardware viewpoint, the cream of 
this window-display contest came in 
the reaction. Mr. Trombi, created 
for the Fitchburg Hardware Co. more 
tool and builders’ hardware business 
during the following week than had 
been enjoyed before in months. Since 
then sales of such merchandise have 
held up remarkably well. Such has 
been the value of this display. 


North Jersey Hardware and Supply Association Meets 


Interesting Meeting Held at Newark Featured by Address 


‘ of Llew S. Soule — Important Questions Discussed 


6¢J.HE extent of future improve- 

ment in the business situation de- 
pends absolutely on what you as in- 
dividuals do to help it along,” declared 
Llew S. Soule, editor of HARDWARE AGE, 
Speaking before the North Jersey 
Hardware and Supply Association, Nov. 
15, at the Downtown Club, Newark, 
N. J. “The times demand more whole- 
hearted and genuine co-operation on 
the part of everybody,” he said, “if the 
Present progress that is being made 
toward business improvement is to con- 
tinue.” 

Mr. Soule was introduced by Sydney 
J. Milligan, president of the associa- 
tion, as, “the editor of HARDWARE AGE, 
whom everybody in the hardware busi- 
hess knows simply as Llew Soule.” 

Mr. Soule spoke to the North Jersey 
dealers informally “from the viewpoint 
of a fellow hardware man.” Co-opera- 
tion, the speaker said, is one of the big- 
gest words in the language and also 
one of the most misused words of cur- 
Tent speech. Co-operation means every- 
body for the common good, and any- 
thing that carries with it a significance 
48 broad and wholesome as that, he 
said, is worthy of more earnest ap- 
Dlication in the affairs of daily life. 

Dividing the majority of men into 
three broad classifications—the indif- 


ferent man, the doer and the master— 
Mr. Soule pointed out the traits of 
these three types and emphasized the 
importance of the influence exercised 
by the type which he called the masters, 
who view problems with perspective 
vision and broad judgment. 

The two other speakers at the meet- 
ing were H. A. Cornell, chairman of 
the entertainment committee of the 
Metropolitan Hardware Association, 
who announced the tentative date for 
the annual banquet of that association 
as Jan. 18, and R. J. Atkinson, na- 
tional director of the National Retail 
Hardware Dealers’ Association. Mr. 
Atkinson urged more individual par- 
ticipation in group meetings on the 
part of those who participate. He also 
advised dealers to increase their turn- 
over by more intensive merchandising, 
and to insist on adequate profits. 


The Question Box 


The question box was placed in 
charge of Mr. Whipple of Jersey City 
by President Milligan. The first ques- 
tion inquired if it were policy to buy 
wire cloth now for next year. The 
general opinion favored buying now if 
rrice guarantees were given or if the 
privilege were allowed to cancel up to 
Feb. 1. 


Question 2—Jobbers allow cash dis- 
count. Why do not retailers allow their 
customers a discount for cash? 

A number of dealers favored the idea 
on the ground that it would tend to 
increase store sales. It was stated 
that a 5 per cent cash discount would 
reduce the average dealer’s bills receiv- 
able approximately 50 per cent, and 
limit his overhead. 

Mr. Birkenmier of Birkenmier & 
Kuhn, Newark, stated that his firm 
had tried out the cash discount but dis- 
continued it as it was not practicable, 
he said. Charge customers with large 
accounts, he said, demanded the same 
discount as cash customers when pay- 


ing their bills at the first of the month. 
In view of the fact that substantial 
charge accounts which run consistent- 
ly month in and month out, he said, 


were more desirable than transient 
trade he believed it more profitable to 
cater to steady customers than to de- 
pend on an uncertain store trade, which 
fluctuates from one day to another. 
Other questions dealt with the value 
of window displays, the advantages of 
moving picture advertising for the re- 
tailer, and the subject of Pittsburgh 
freight. Before the meeting adjourned 


a rising vote of thanks was extended to 


Mr. Soule for his address. 
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Advertising That Stops Them on the Road 


This Progressive Firm Adapted the “Stop, Look 






and Listen” Slogan of the Railroads 





ANBURY recently held a fair 
D which was the pride of the 

State of Connecticut and one 
of the largest fairs in the entire 
country as well. Near the fair 
grounds at a cross-road the Hull 
Hardware & Plumbing Co. have 
erected a very unusual advertising 
sign that is both strik- 


to Its Own Uses 


the lumber, painting, lettering and 
placing in the ground. The letter- 
ing is black on a white background, 
the same as in the case of the tradi- 
tional railroad warning. The one 
difference between the two is that 
the Hull Hardware & Plumbing 
Co. intends to keep the signs well 








the time they are talking about Hull. 
And when they buy hardware. Well, 


where are they going for it? Your 
guess is right, they are going to 
Hull’s, for they have positive evyi- 
dence that it is a reliable and pro- 
gressive store. 

You may not have a local fair, but 
you surely have a main 
road with a popular 





ing and original. Be- 
ing on the main road, 
the sign was in full 
view of the constant 
stream of tourists en- 
tering the city. Dur- 
ing the week of the 
fair at least 75,000 
people read its mes- 
sage. 

They couldn’t help 
themselves from seeing 
and reading. For as 
you approach the cross- 
road you are startled 
by what appears to be 
a “Stop, Look and Lis- 
ten” warning telling 
that a railroad cross- 
ing is dead ahead. 
There is no watchman 
in sight and the sign 
sentinel is your only 
guardian. You slow 
down for safety’s sake 
and get a little closer 
as you listen for the 











crossing. Are you 
making the most of it? 
You don’t have to put 
up a duplicate of this 
sign, but you can do 
something that will 
attract favorable at- 
tention and bring in 
extra business. 

Every road _ that 
comes in and goes out 
of your town is the 
thoroughfare 
for countless motor- 
ists, cyclists and pe- 
destrians. The major- 
ity of all three classes 
of people are out on 
pleasure bent and are 
agreeably susceptible 
to any appeal. Get 
your story before them 
but put it brief and 
make it to the point. 
Work up something 
original that catches 
the eye and holds atten- 


~ 








shriek of a locomotive 
whistle or for the rum- 
bling of an approach- | 
ing train. Then you 
realize suddenly that there is no dan- 
ger ahead. You learn, instead, that 
Hull’s store carries only the best 
grade of general hardware, paint and 
vlumbing supplies and is located op- 
posite the City Hall. It is both a 
relief and a shock! 

If you are good-natured you show 
a smile and pass a compliment on 
this original idea. If you are in the 
market for anything in the hardware 
line then there is danger—the danger 
of spending your money at Hull’s 
store. But Milton F. Hull says that 
it is not danger but an investment, 
so we find that it is just an adver- 
tising plan—but it surely is a good 


one. 

Mr. Hull, the treasurer of the firm, 
states that these signs may be made 
for an average cost ‘of $10, figuring 





When a motorist sees this signpost on the road he invariably slows down, 
Then he finds out that Hull sells hardware in Danbury, Conn. 


painted, and the railroads seldom do 
this. Because of the nature of the 
construction of these signs there is 
little damage to be caused by storms 
and changes in weather. 

This retail store has found that 
billboards and country signs have 
frequently been blown down and 
damaged by storms. Their latest ad- 
vertising development which catches 
the eye is sure of longer life, how- 
ever, and they are justly proud of it. 

It is advertising stunts such as 
this that serve to put progressive 
hardware stores on the map. People 
have to read and heed this type of 
publicity, and they can’t help talking 
about it and telling everyone how the 
sign “fools ’em.” Neighbors are 
tempted to keep a lookout for the 
sign through sheer curiosity. All 
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tion long enough for 
the digestion of the 
story. 

People going along a public high- 
way, strangers, natives or newcomers 
are invariably on the lookout for 
something new or interesting. A 
road sign can be tied up with the 
general scheme of advertising put 
out by your store. Perhaps you have 
a trade mark that is well known in 
your community. Get it before the 
traveling public, tell them about it, 
tell them to look for it. Tell them 
that it is the sign of good hardware 
and fair treatment and service and 
tell them where to find it. Then 
check up your results! 

If you have a trade mark that isnt 
well known throughout your commu- 
nity, why, get out and make it well 
known. The public highway is 4 
good place to start and the best 
time is the present. 














HE fundamental principles of selling 

have not changed, and will not change. 
What has changed is the amount of 
selling energy required to put sales 
over. 

It is purely a matter of horsepower. George 
Todd used to tell of a salesman who would man- 
age to roll down hill if you gave him a push, in- 
dicating that he had very little horsepower. 
Business to-day demands climbers not rollers. 

The ultimate consumer—the customer—is 
just where he has always been. He is neither 
hidden nor lost, but to get him to buy the sales- 
man must work on him. 

If you are a salesman who meets the ultimate 
consumer face to face, and are entrusted with 
the job of selling him merchandise, you have al- 
ready discovered (note I said if you are a sales- 
man, not a clerk) that you can still make sales, 
but that you must use more selling energy ; more 
facts; more persuasiveness; more emotional ap- 
peal. 

The salesman who faces the ultimate consumer 
is the keynote of business to-day. On him de- 
pends the ultimate success or failure of every 
sales effort. The sooner he produces the greater 
horsepower necessary to get business, the sooner 
business will pick up. All other salesmen back 
down the line—the jobbers’ salesmen, the manu- 
facturers’ salesmen—are accessories before that 
fact. Their goods must go through the neck of 
the bottle, and the neck of the bottle is the sales- 
man who faces the ultimate consumer. 

It will pay the salesmen of the jobber and the 
manufacturer, therefore, to give everything they 
can in the way of moral support; in the way of 
knowledge; in the way of inspiration about their 
merchandise, to this salesman. The quicker the 
manufacturers’ and jobbers’ salesmen get into 
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THE Price oF BusIngEss 





COMMENT 


action along this line the quicker will business 
get under way, to the benefit of all. 

The price of business to-day is the willingness 
of every man in business to give the best he 
has to the salesman who faces the consumer. 
The customer still thinks, in many cases, that 


manufacturers, wholesalers and retail merchants 
are robbers, or at least that the goods they manu- 
facture or sell are still too high priced. In the 


majority of cases we know that this is not so. 
We must convince the customer. 

Dignified silence; refusal to answer, will not 
convince him. Neither will elaborate justifica- 
tions change his belief. If price declines have 
been made—(and that is the most convincing ar- 
gument known)—the customer should be told 
and shown that they have been made. He will 
have to be shown how his money spent for the 
articles in question will do him more good than 
the same money hoarded or spent for something 
else. 

To-day’s prices compete not only with prices 
of similar goods of other manufacturers, but 
also with two alternatives in the customer’s mind. 
First, the alternative of saving his money— 
(for to him it is still raining)—and second, the 
spending of that money for something entirely 
different and non-competitive. 

Hardware manufacturers and jobbers who can, 
through their salesmen, impress the thought 
upon the retail salesmen that it is better for the 
consumer to spend his money for their merchan- 
dise than it is for him to hoard it, or spend it for 
something else, will get business. 

susiness demands increased horsepower in 
the man who faces the consumer. Those who 
stand to profit by that increased power must 
help to produce it. 


It is the price of business to-day. 

















































































































oe RH 


What Does World Disarmament Mean To You? 
Business Aspect of the Great Arms Parley—Would 


Mean Heavy Cut in Taxes—Hays Would 


Reduce Taxation of Savings 


WASHINGTON, Nov. 21, 1921. 


\ N THAT will the acceptance by the 
world powers of Secretary 
Hughes’ breath-taking proposi- 
tion for reduction of armament mean 
to you, Mr. Hardware Retailer? What 
will it signify to you, Mr. Ilardware 
Jobber? How will it affect your in- 
terests, Mr. Hardware Manufacturer? 
The answer to these questions—and 
it is an answer of interest to every 
business throughout this broad country 
of ours—is that a great part of the 
war burden will be lifted from the 
shoulders of business, and the tax- 
shackles will be stricken from the limbs 
of our giants of industry. 

Do you realize, good friends, that 
77% cents out of every dollar collected 
by the Federal Government is now be- 
ing expended for the maintenance of 
our military department in one way or 
another? During the period of active 
hostilities the dole of the war god rose 
to 93% cents in the dollar, according 
to figures carefully compiled by Dr. 
Rosa, of the Bureau of Standards, and 
quoted in this correspondence at the 
time. 

Could Save Two Billions 


Putting our current budget at a 
round $5,000,000,000 and bearing in 
mind the fact that, regardless of Gov- 
ernmental economies and without con- 
sidering the proposed reductions in ex- 
penditures for the maintenance of the 
military establishment, we must con- 
tinue to pay interest on our war debt 
and steadily to reduce its principal, it 
is nevertheless the implicit belief of 


the ablest experts in Washington that 
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the acceptance of the principle of 
Secretary Hughes’ amazing proposal 
will make possible a cut in Federal 
taxation that will save half a billion 
dollars during the coming year, a full 
billion during the following year, and 
in the space of two years will bring the 
aggregate of Federal taxation down to 
$3,000,000,000 per annum. 

What will this mean applied to the 
personal budget of the average busi- 
ness man? The answer is significant. 

It will mean that the Treasury will 
get along very comfortably without the 
excess profits tax, without the trans- 
portation taxes, and without all the 
other imposts whick are repealed or 
reduced by the Internal Revenue Re- 
vision Bill now about ‘to become a law. 


Would Reduce Corporate Taxes 


It will mean that the 10 per cent 
corporate income tax which the re- 
vision bill raises substantially, can 
safely be cut to 5 per cent. 

It will mean that the normal in- 
dividual income taxes of 4 and 8 per 
cent can safely be cut in two. 

It will mean that the highest surtax 
rate, instead of being 65 per cent as in 
the expiring law, can be reduced to 20 
per cent, so that no citizen, no matter 
how much his income, will be forced to 
part with more than a fourth of it to 
help sustain the Government. 

It will mean that men in moderate 
circumstances will no longer be obliged 
to invest their savings in tax-exempt 
State and municipal bonds, in order to 
provide for the education of their chil- 
dren and the support of their families 
in the event of their own death. 


70 


It will mean a substantial reduction 
in the inheritance taxes, so that small 
estates shall not be heavily levied upon 
by the Treasury, but may be used for 
the purposes for which they were in- 
tended by the men who labored for a 
lifetime to accumulate them. 

It will mean the wiping out of the 
last remnant of the excise taxes left 
by the new revision bill. 

And, finally, it means that the busi- 
ness men of the country will no longer 
be menaced annually by a new tax bill 
framed to raise funds for the building 
of $20,000,000 super-dreadnaughts, for 
the equipping of military and naval sta- 
tions, and for other purposes having 
no relation whatever to peaceful pur- 
suits. 


We Pay Maximum Taxes 


Do you know that the people of the 
United States carry the heaviest tax- 
burdens of any of the five major powers 
participating in the arms parley? Do 
you know that the per capita taxation 
in 1920 was $2 for Japan, $7.40 for the 
British Empire, $12 for Italy, $13 for 
France, and $33 for the United States. 

It is only where our great natural 
resources count that the advantage of 
the position of the United States is 
apparent. While our national debt is 
nearly $24,000,000,000, that of the 


British Empire is $46,725,000,000, 
that of France $41,688,000,000, that of 
Italy, $17,846,000,000, and that of 
Japan, $1,763,000,000. Our ratio of 
debt to national wealth is the smallest 
in the list, the official figures being as 
follows: Italy, 59.5 per cent; Irance, 
41.7 per cent; British Empire, 26 per 












— = «tt ch on a a. 











November 24, 1921 


cent; Japan, 7.1 per cent, and the 
United ‘States, 6.9 per cent. 


Hays For Sane Tax Plan 


All Washington is talking about the 
notable speech delivered by Post- 
master General Hays a few nights ago 
concerning the changes in our form of 
taxation which, in his opinion, will be 
brought about whether the arms parley 
results in a heavy slashing of our mili- 
tary expenditures or not. When Mr. 
Hays speaks, shrewd Washingtonians 
assume he has discussed his speech with 
President Harding; hence what he 
says carries unusual weight. 

While Mr. Hays favors a sales tax 
or a consumption tax or some similar 
method of raising a substantial amount 
of revenue, that is not the keynote of 
his speech. The underlying principle 
which he advocates is the taxing of 
spenders rather than those who save. 

“Forms of taxation which _ kill 
initiative must and will be changed,” he 
declares. “Personally, I am willing to 
say most emphatically that this coun- 
try cannot go on, and must not attempt 
to go on, indefinitely during peace time 
with either the form or the degree of 
taxation which was originally devised 
to meet the emergency of war. Our 
colossal income taxes were adopted 
with an eye single to one thing, namely, 
the raising of the money in the largest 
quantity and with the greatest speed. 

“We took the device of going straight 
where the money was and taking it 
ruthlessly. The war tax was passed in 
the spirit of the draft act. It par- 
took of the nature of a commandeering 
of money. 


War Measures Intolerable in Peace 


“In the emergency of war this was 
proper enough, but to keep up this 
form of taxation in the same degree 
during peace time would be intolerable. 
We should change our system of tax- 
ation so as no longer to put such a 
handicap on saving as the present sys- 
tem does. 

“Between the man who consumes his 
day’s work as fast as he creates it, 
and, on the other hand, the man who 
practices self-denial and saves part of 
his day’s work and puts it in savings 
banks, or in other forms of investment 
—between these two men I say it is 
the business of wise Government to tax 
the former rather than the latter. 

“Our present system of taxation de- 
stroys the incentive to save. I have 
seen compilations of statistics which 
show that out of one hundred men, 
eighty-four arrive at the age of sixty- 
five dependent upon their relatives, and 
that only sixteen out of the hundred, 
when they reach the age of sixty-five, 
have accumulated a_ sufficient com- 
petence to support them. 


Saving Is Discouraged 


“Now, I point out to you that if this 
has been the experience over past dec- 
ades, the future will show even more 
distressing results, assuming that we 
continue a form of taxation which 
makes saving or accumulation difficult. 
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Into whatever the situation was before, 
the present excessive income tax has 
introduced a differential of anywhere 
from 4 per cent to 60 per cent, working 
against the man who is trying to ac- 
cumulate a competence. 

“This must not be It should he the 
business of the Government to make the 
accumulation of a competence less diffi- 
cult. To make it more difficult is a 
perversion of government. A thrifty 
people is the most stable people in the 
world. 

“Thrift is the foundation stone of 
civilization. A system of taxation 
which bears on thrift too much and 
does not bear on the lack of thrift 
enough; or a system of taxation which 
takes from the fruits of thrift unduly, 
is a malevolent device and retards 
civilization. Thrift is the quality that 
distinguishes civilization from lack of 
civilization. 

“The difference between the heedless 
individual who consumes whatever he 
can get his hands on, without stor- 


ing anything away for the future, 


and whoe lives in a perpetual and 
precarious oscillation between feast 
and famine—the difference between 
him and the man _ who abstains 
from consuming all he gets from 
day to day, who stores away not only 
for his own future but also for his 
children, and for the future of the 
whole community—the difference be- 
tween those two is the difference be- 
tween shiftless irresponsibility and a 
conscious, intelligent civilization.” 


Not Wedded to Sales Tax 


Mr. Hays explained that he did not 
favor any special system of sales or 
consumption tax, but that his idea was 
simply to shift a part of the burdens 
now borne by the careful man to those 
who consume without thought of the 
morrow. 

“T ought immediately to go on and 
say,” he continued, “that men with 
large possessions ordinarily consume 
more of the work and goods of society 
than men of small possessions. This 
difference should be recognized in a 
sound system of taxation, and the most 
convenient way to do this is through 
the form of a reasonably graded in- 
come tax. 

“Also it is a fact that wealth, as 
wealth, regardless of who owns it, is 
a beneficiary of the work and labor of 
society, and as such should contribute 
to the running cost of society. Wealth 
consumes the work of soldiers and 
sailors who defend it from a foreign 
enemy; it consumes the work of police- 
men who defend it against robbers; it 
consumes the work of the courts which 
safeguard it from other forms of 
theft. 

“T would put wealth as a consumer 
of the work of society on the same 
basis as the individual consumer. 1 
would make it pay taxes in as nearly 
as can be approximated to the propor 
tion of work it consumes but no more. 
When I speak of a consumption tax, | 
include, too, of course, this kind of con- 
sumption. 
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“T would make a man who consumes 
the work of a personal servant in his 
house, or a personal chauffeur, pay 
more than the man who does not. I 


would distinguish between earning 
money and consuming money. This is 
exactly what the income tax, in its 


present form, fails to do. 

“The income tax, in its present form, 
penalizes the saver somewhat more 
than the spender. We should have a 
tax which penalizes the spender and 
encourages the saver. That is what a 
sales tax wisely framed would do.” 

High Income Taxes Condemned 

The concluding portion of Mr. Hays’ 
speech concerning taxation should, in 
my opinion, be printed in letters a foot 


high. 

I cannot see how any patriotic 
American citize: in take issue with 
what the Postmaster General says. 
Read this: 


“For the reasons ¢ 
we must keep the in 
but in a form more wisely framed and 
in a very greatly reduced degree. 
When I speak of how high a sound in- 
come tax may go, I cannot pretend to 
speak in definite terms. But I can say 
this: 

“IT would cast out forever, as an in- 
strument of the devil, in an economic 
and political sense, any form or any 
degree of taxation which causes a busi- 
ness man to say, as he contemplates an 
enterprise, ‘If this venture turns out 
well, the Government will take a fourth 
or a third or a half my gains. I guess 
I will turn it down.’ 

“T would cast out a form 
which causes, for example, 
to say: ‘I should like to 
book, but what is the use? If it goes 
badly I will get little for my labor; and 
if it goes well, the Government will 
take -too large a proportion of my re- 


have stated, 
tax in part; 


of taxation 
an author 
write this 


turns. I guess I might as well go 
fishing.’ 
Accumulation Should Be Encouraged 


“T would cast out any form or degree 
of taxation which takes the incentive 
from every kind of productive labor or 
invention or enterprise. 

“T would cast out any form of tax- 
ation which puts the Government in the 
position of saying, ‘Heads I win, tails 
you lose. If your venture goes badly, 
you do all the losing, if it goes well, we 
will share in your earnings.’ 

“I would adopt a form of taxation 
which encourages and makes easy the 
accumulation of a new store of wealth 
and goods to replace what has been con- 
sumed in the war. 

“I would outlaw any form of tax- 
ation which makes that new accumu- 
lation difficult or impossible, and which 
in turn, by its in- 
creases the rate of interest paid for the 
use of capital as to make capital un- 
available. 

“I would turn my face against a 
system of taxation which, either in its 
fundamental nature, or in the excess of 
its application, puts a handicap on all 
pioneering, on all venturing, on all ex- 


excessiveness, so 
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perimenting, in business, in science 
and in art. 

“IT would turn my face against a 
system of taxation which discourages 
or makes difficult or even impossible 
that accumulation of goods and wealth 
which is the food and clothing of art, 
of science, of schools, of churches, of 
hospitals, of most of the organized 
charitable, educational and _ spiritual 
forces of the country. 

“I would everlastingly prevent a sys- 
tem of taxation that in many cases and 
in many communities is not taxation 
at all but confiscation.” 

Does it not make you feel a bit more 
comfortable to know that President 
Harding’s Postmaster General is a 
man who takes such a rational view? 


That Open Price Association 
Decision 

Last week I told you of the decision 
of Federal Judge Carpenter dismissing 
the anti-trust suit brought against the 
so-called linseed combination by the 
Attorney General. During the week, 
the Department of Justice has pro- 
cured the full text of the decision, 
which deals in the most interesting 
fashion with the legality of the so- 
called open-pride trade associations, 
declaring to be lawful the methods em- 
ployed by the Armstrong Bureau in 
collecting and furnishing the various 
members of the combination current 
quotations on linseed oil, the record of 
sales of oil, including prices and 
statistics as to stocks on hand, crop 
conditions at home and abroad, and 
other information of interest to the 
manufacturers of linseed oil. 

Concerning the character of the in- 
formation collected by the Bureau, the 
Court says: 

“The record discloses that the in- 
formation collected and distributed by 
the bureau to its several members was 
of the kind which a sagacious business 
man secures, or endeavors to secure, 
in the operation of his enterprise. The 
information was true. 

“The price lists furnished were made 
in the regular course of business and 
offered in good faith to customers or 
prospective customers. There was no 
proof that the members of the associ- 
ation ever at the bureau meetings, or 
at any other place, discussed prices or 
made agreements with respect to prices, 
and there was no evidence that the 
prices asked by any of the subscribers 
were not in accordance with the market 
price of flaxseed, upon which the price 
of linseed oil was based. 

No Price-Fixing Shown 

“Production was not limited during 
the period the bureau was in oper- 
ation. There was no proof of the divi- 
sion of territory. There was no proof 
that the prices asked by the individual 
defendants were not fixed by them upon 
their own judgment, considering all 
factors affecting supply and demand. 
There was no proof showing that any 
member was under the slightest obliga- 
tion or constraint to ask higher prices 
or maintain prices. 
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“The main argument for the United 
States is that the operation of the 
bureau tended toward a stabilization or 
uniformity of price on any given day, 
which was not due to competition, in 
accordance with economic law. 

“Many tables of statistics were 
offered in evidence and read to the 
Court, from which there appeared at 
times a striking similarity in price, and 
that the changes in prices were made 
by substantially all the members co- 
incidentally. 

“It appears further that the price of 
linseed oil is controlled by the price of 
flaxseed, and that the flaxseed market 
is an open one in which there are wide 
fluctuations as well as inactive periods. 


Nothing Illegal Proved 


“The Government has not shown 
that there was artificial regulation of 
price, either by definite oral or written 
agreement, or by tacit understanding. 

“Each individual crusher entering 


.into a contract with the Armstrong 


Bureau specifically and expressly 
agreed that all information teported to 
the bureau or distributed by it should 
at all times be purely statistical and 
pertain only to past operations, and 
that the bureau should not be used to 
enable the constituent members to fix 
prices for the sale of linseed oil, cake 
or meal; to limit the sale, production 
or manufacture thereof, or to divide 
the territory in which it was to be 
sold.” 

In outlining its view of what the 
Government must prove in order to 
successfully attack open-price associ- 
ations, the Court said: 

“Tt is incumbent upon the Govern- 
ment to show by the clear preponder- 
ance of the evidence that the defend- 
ants conspired to restrain interstate 
commerce. In the absence of direct 
proof of the actual entering into of 
such a combination, and in the face of 
denial under oath of the defendants 
that any such conspiracy or combina- 
tion was entered into or made, the 
Government must show that what the 
defendants did necessarily had the re- 
sult of restraining trade, or if it relies 
upon the circumstantial evidence to 
show that conspiracy was actually 
entered into, it must show to the satis- 
faction of the court that the cireum- 
stances upon which reliance is placed 
are entirely inconsistent with supposi- 
tion of innocence. 


Not Aimed at by Sherman Act 


“The question involved is whether an 
association, such as the Armstrong 
agency (sometimes called the open- 
price plan) is obnoxious to the anti- 
trust laws, whether or not there is any- 
thing inherently wrong in an agree- 
ment between producers in a certain 
line to furnish each other their prices 
and not to make any sale deviating 
from the price list without immediately 
notifying all the others. 

“Associations of merchants and 
manufacturers, boards of trade, and 
exchanges are of great antiquity. Evi- 
dently such associations were not 
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aimed at by the Sherman Act, because 
they are not mentioned in the Act. 

“A distinction is sought to be drawn 
between the operations of an exchange 
and what was done by the defendants 
through the Armstrong Bureau. An 
exchange sends out reports of actual 
sales. The Armstrong Bureau gave 
out price lists. It is difficult to under- 
stand any ground for declaring one 
legal and the other illegal. 

“Every producer or merchant de- 
sires to obtain for his goods the high- 
est price he can get. The price which 
he charges is always the highest he be- 
lieves the traffic will bear. He cannot 
charge, ordinarily, more than his com- 
petitors. His competitors’ price fixes 
the point above which he cannot go. 


What Constitutes Competition 


“When the merchant fixes the price 
at the level of his competitors, he is 
fixing it in competition with his rival 
just as much as though he had named a 
lower price. The competition of his 
rival has prevented him from charging 
a higher price. If, on the other hand, 
he finds that he cannot move his goods 
at the price fixed by his competitors, 
he will naturally lower the price, and 
this will establish a new level. This 
is the essence of what constitutes com- 
petition.” 

The concluding passages of the 
Court’s decision in this case will be 
read with interest by every officer or 
active member of a trade association. 
They reflect a sane view of business 
methods which, to a_ superficial ob- 
server, will savor of price control but 
which, as the court points out, are not 
necessarily illegal. The Court says: 

“Counsel for the Government seeks 
to draw an inference of guilt from the 
admission of the defendants that the 
bureau allowed them to sleep nights. 
The only restraint which the rules of 
the bureau on their face impose is that 
the members agree not to deviate from 
their price lists without informing the 
other members at once by telegraph. 
At the close of each business day every 
member knew until the next day, what 
the market was. 


Business Men May Sleep Nights 


“It seems to me that the situation 
thus created is not dissimilar from that 
sustained by the United States Supreme 
Court in Chicago Board of Trade vs. 
United States, 246 U. S. 231. It is 
very evident that the Supreme Court 
does not believe that the Sherman Act 
should prevent men from sleeping 
nights. 

“The Armstrong Bureau was organ- 
ized solely for the purpose of furnish- 
ing information, not only to the linseed 


crushers, but to those interested in 
every other industry. It was a burcau 
of intelligence, and one which makes 
for real rather than artificial com- 


petition in trade. 
“There was no restriction placed 
upon any member. He was free to buy 
from and sell to whomever he chose. 
The bureau operated solely as to past 
(Continued on page 86) 
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New York Hardware Boosters Elect New Officers 


Members of Metropolitan Association Choose Officials for 


1922 at Recent Meeting—R. W. Scobell Heads 


 gparhmage of the publication 
Boosts, the election of a new slate 
of officers, the formal admittance of 
three new members, and a reduction of 
the salary of the secretary from $50 
to $25 annually featured the last meet- 
ing of the New York Hardware Boost- 
ers, held at the Hardware Club, 253 
Broadway, New York City, on the last 
Saturday of October. 

R. W. Scobell, Igoe Brothers, New 
York City, was elected chief booster 
for 1922. Mr. Scobell has been an ac- 
tive member of the Boosters for the 
past eight years, and is well known to 
the metropolitan hardware trade. He 
was born at Utica, N. Y., and started 
his career in the hardware business 
with Weed & Co. at Buffalo, N. Y. He 
later made connections ° 
as a salesman with the 
Russell-Erwin Manufac- 
turing Co. For the past 
eleven years he has been 
a salesman for Igoe 
Brothers covering the 
Hudson River territory. 

In his inaugural ad- 
dress Mr. Scobell urged 
the importance of in- 
creasing the: membership 
of the Boosters’ organi- 
zation and suggested the 
adoption of some of the 
methods used by the Ro- 
tary Club in stimulating 
interest at meetings. , 

During the discussion 
of- routine business that 
preceded the election of 
officers, it was voted to 
temporarily suspend the 
publication of Boosts, 
the official monthly pub- 
lication of the organiza- 
tion. Following this a 
motion was made and carried that the 
salary of the secretary be reduced from 
$50 to $25 a year in the interests of 
economy. 

A letter of sympathy and good wish- 
es was voted Harry Ott, one of the 
most popular members of the Boosters 
organization, who is convalescing from 
an attack of sickness at Ventor City, 
N. J. ° 


my. 


Chicago Club Elects 

New officers have been chosen by the 
Hardware Club of Chicago as follows: 
President, A. Vere Martin (re-elected) ; 
vice-president, W. S. Kennedy; secre- 
tary, A. G. Pedersen; treasurer, Arthur 
Lussky. 

New members of the board of diree- 
tors include George H. Beaudin, G. M. 
Herman, Robert M. Lee, Arthur Lussky 
and A. G. Pedersen. President Martin 


TREASURER GEORGE W. 


The report of the entertainment com- 
mittee was made by the chairman, C. 
C. Dietrich, and the committee was dis- 
charged with a vote of appreciation 
from the organization. 











SECRETARY 
JUNIOR BOOSTER . 
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RITTERBUSCH 


A. 


EADIB ABOVE, CHIEF LBoosTER 


C. K. Golden, who presided, called for 
the report of the nominating commit- 
tee, which was read by Charles Pincus, 
chairman. The vote that was cast re- 
sulted in the election of R. W. Scobell, 
chief booster; F. H. Ritterbusch, junior 
booster, and A. Westphal, secretary. 
George W. Eadie was unanimously re- 
elected treasurer. 

Retiring Chief 


Golden appointed 


wished to release the reins of control, 
after another very successful year as 
the head of the club but the board of 
directors insisted on his continuing his 
worthy services. W. S. Kennedy was 
advanced from the secretaryship to the 
vice-presidency. 


J. Nigel & Son Robbed 


J. Nigel & Son, who conduct one of 
the leading hardware stores at Butler, 
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Organization 


I 


Herbert R. Conner as a committee of 
one to escort the newly elected officers 
to the head of the table and officially 
introduce them to the members. All 
of the new officers expressed their ap- 
preciation for the honor that had been 
conferred on them and promised faith- 
ful and vigorous discharge of their 
duties during the coming year. 

F. H. Ritterbusch, junior booster, 
has been a member of the organization 
for a number of years and is well 
known to the local trade as a sales- 
man for the Lanbush Sales Co. He 
numbers among his personal friends 
some of the best known men in the local 
hardware trade. 

George W. Eadie, re-elected treas- 
urer, who has held the office virtually 
since the establishment 
of the organization, has 
been a_ salesman for 
Harmon & Dixon for the 
past thirty years and 
has been traveling in 
the metropolitan terri- 
tory since 1898. He 
was one of the original 
founders of the Boosters 
and has always been an 
active worker. 

A. Westphal, who suc- 
ceeded C. E. Clint as 
secretary, has been a 
metropolitan salesman 
for the Corbin Screw 
Division for the past 
fourteen years. Previ- 
ously he was connected 
with Montgomery & Co., 
New York City. He 
started in the hardware 
business with the Cleve- 
land Twist Drill Co. His 
address to which all offi- 
cial correspondence re- 
garding the Boosters organization 
should be sent is 1667 Palmetto Street, 
Brooklyn, N. Y. 

The three new members officially ad- 
mitted into the organization were: Jose 
J. Fernandez, Russell, Erwin Manufa 
turing Co.; Hans M. Rudh, Chas. J. 
mith & Co., and A. W. Rhinehart, 
argent Co. The next will t 


meeting Wlli O« 
on November 26. 
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recently suffered a considera! le 
Burglars entered their store and 
stole $1,500 worth of goods, 
mostly revolvers, rifles and ammuni- 
tion. The supposition is that the thieves 
were going on an extensive 
trip, and took this method of 
their outfit, in preference to buying it 
in the regular way. The concern 
lieves that if this the 
thieves should split up with them 
the game they may capture. 


Pa., 
loss. 
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Valuable Suggestions for Christmas Advertising for the 
Progressive Hardware Merchant—Featuring the Gift Idea 


No. 1 (2 cols. x 7 in.) 

In the past, retailers have found 
that pre-Christmas sales have brought 
business, and if you decide to run one, 
you have time enough before settling 
down to your regular holiday publicity. 

The ad reproduced below was just 
received from the Sumner Co., Monc- 
ton, N. B. You will see that they are 
offering special discounts on a number 
of lines, as well as taking the oppor- 
tunity to draw attention to their win- 
dow of bargains. Also there is a notice 
about Community plate being reduced. 
The keynote of the ad is low prices, 
and the idea is, of course, to stimulate 
early Christmas buying. 

We would not advise such an ad un- 
less you have something definite and 


real to say regarding lower prices. If . 


you haven’t, better dismiss the idea 
from your mind entirely. But, several 
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1—This will speed up Christmas shopping 


dealers who have used such ads have 
informed us that they were business 
getters, although in each case the deal- 
er had something tangible to offer in 
the way of reduced prices. 

Regarding Toyland Openings 
No. 2 (3 cols. x 10% in.) 

Now is the ideal time to announce 
the opening of your Toyland. There’s 
nothing like cashing in on the lure of 
toys. Toyland brings customers in the 
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The J.G.DePrez Co. 


2—Now is the time to announce your Toy- 
land opening 











store—you have the chance to sell prof- 
itable toys as well as other standard 
lines of hardware, for in passing 
through the store with their children, 
parents are bound to see something 
that will suggest itself as a Christmas 
gift. 

The Toyland opening ad of the J. G. 
DePrez Co., Shelbyville, Ind., shows 
you a good way to make such an an- 
nouncement. By all means use some- 
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thing similar in the way of cuts for 


*heading and emphasis on your store 


as a toy store. 
If possible, scatter through the ad 
cuts of toys. This is not done in the 




















3—-This store offers many gifts 


DePrez ad because it is a combination 
announcement, half the ad being de- 
voted to another subject. We advise 
against making a combination ad of @ 
Toyland opening announcement. 

A good feature of this DePrez ad 
is the listing of the kinds of toys car- 
ried in stock. Do this, show toy cuts 
and make a brief opening talk, and 
you will have a Toyland ad that will 
set all the children in your neighbor- 
hood agog with excitement and curlos- 
ity. 

Fine Presentation of Hardware Gifts 


No. 3 (3 cols. x 8 in.) 

Here is an ad just received from 
G. L. Bridgham of Duncan «& Goodell 
Co., Worcester, Mass. The firm 1s 
right on the job with its preliminary 
Christmas announcements, and this ad 
is a dandy from start to finish. One 
cannot read it and fail to be in pressed 
with the number and desira‘ility % 
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4—Start your Christmas pr en in this 
fashion 

the gifts to be found inside the hard- 

ware store. 

You will note that Duncan & Goodell 
have arranged a special gift depart- 
ment on the second floor where are 
grouped those hardware items of spe- 
cial interest to Xmas shoppers. This 
is a mighty fine idea and enables the 
firm to advertise gifts with a particu- 
larly strong appeal. ° 

The ad is well arranged, the illus- 
tration is dainty and will attract the 
eye of women readers which is decided- 
ly important. The panel of gift sug- 
gestions is certainly a lure to make 
the shopper spend some time in the 
store’s gift department. In addition 
to this panel, there is further enumera- 
tion of the gift stocks in the main body 
of the copy. 

And to round out the ad, there is a 
tieup with the store windows and'a 
paragraph that will interest every 
shopper—the free gift packing and 
shipping service. By the way, this is 
a point that should be taken into con- 
sideration and mentioned in all of your 
Christmas ads. Quite a large propor- 
tion of gifts are sent out-of-town, and 
the packing and shipping service of de- 
partment stores has always been one 
of their strong Christmas talking 
points. There is no reason in the world 
why the hardware man cannot offer a 
similar service to his holiday patrons. 


A Good Preliminary Announcement 


No. 4 (3 cols. x 8 in.) 

Burke & Wright, Waukegan, IIl., 
have made effective use of a Santa 
Claus cut by advising readers that 
their Christmas stocks are complete, 
and counselling early inspection while 
lots are unbroken. 

We would again call your attention 
to the great desirability of making free 
Use of Christmas cuts in your adver- 
tising from now on. Use special heads, 
column heads, bells, wreaths, cuts like 
this one of Burke & Wright’s, and any 
kind of a cut tying up to the Christ- 
mas spirit. Christmas ads without cuts 
are not nearly as effective as those 
With appropriate holiday illustrations. 
Just keep in mind that you will be com- 
beting with lots of other ads which will 
be displaying plenty of holiday cuts. 


HARDWARE AGE 


A Toy Ad with a Punch 


No. 5 (4 cols. x 11 in.) 

There is one big thing you should be 
careful to include in your Christmas 
publicity and that is the toy appeal. 
We would suggest a number of ads 
devoted exclusively to the presentation 
of toys. In going over a selection of 
hardware toy ads we picked out th 
ad of the Blakey-Clark Co., Ennis, 
Tex., as embodying our idea of a toy 
ad written to the youngster himself. 

The text of this appeal is penned 
in regular boy, language, and the in- 
vitation to visit the store is so thor- 
oughly sincere that one may imagine 
the pressure brought to bear on the 
parents of the boys who read this ad. 
The boy will naturally want to take 
his father or mother, or both, along 
with him to take special note of his 
preferences, and to gather data with 
which to talk over the situation with 
the Christmas patron saint. 

The ad is devoted to featuring an 
entire line and the cuts are certainly 
attractive and well placed. This is 
what we mean by sprinkling plenty of 
toy cuts throughout your ads. You can 
show a number of illustrations featur- 
ing a line in the manner of this ad, 
or you can present with your cuts a 


dozen different toys made 
makers. 

In a four-column ad of this size, you 
are enabled to use plenty of cuts while 
having ample room for your story. 


by as many 


Commenting Upon Recent Advertising 


We received a copy of Robinson’s 
Crusoe, the house paper published by 
the employees of Robinson Bros. & Co., 

uisville, Ky., wholesale hardware 

lers. According to R. A. Robinson 
of the firm the employees get a lot of 
Sport out of issuing the paper, and he 
wonders if other dealers would be glad 
to hear of the idea. The paper meas- 
ures 8% x 11 in., letter-paper size, and 
it is produced on the mimeograph. Con- 
sequently, its cost is small. Personals, 
pithy quotations news about the 
company and its ts form its con- 
tents. It is very y put up with 
a designed heading and an illustra- 
tion on the first page. We |ooked over 
this paper carefully with view to 
suggesting improvements, but when we 
got all through decided we hadn’t much 
to suggest. Probably Robinson Bros. 
& Co. would be glad to send a copy of 
the paper to any dealer interested in 
getting out an employees’ publication. 
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Hello! Boys 


COME ON DOWN AN’ SEE ’EM! 


We've just opened up a big shipment of GILBERT TOYS— 
YOU Imow, the kind you've been readin’ about in the “American 
Boy” and other magazines. 

You'll find these GILBERT TOYS are, different from ‘most any 
, other toys you ever saw. They're made for red-blooded (ne, I did’nt 
* say “red-headed”), live-wire American boys who. are interested in 


making things. 


"Take the “ERECTOR” SET, for instance—with this set you can 
* build bridges, small models of machinery an’ just ‘most matting yes 


want to build. 


But “ERECTOR?” is only one of the big line of GILBERT Toys 
—there are Chemical and Electrical Outfits, Wireless Sets, Chemistry 
Outfits, New Wheel Toys, Soldering Outfits, and many other brand 


new toys. 


An’ we've got more GILBERT TOYS comin’ = 


But say, we want you to SEE 
ry down an’ bring “Bill” (or some other pal) with you. 
display will look good to you. 

We're goin’ to look for you. 


ill 
Deana 
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Gilbert Toys 


THEY’RE GREAT! 
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5—This ad shone s you how to talk toys to real boys 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK'S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, November 21, 1921. 


i ARKET conditions are some- 

what erratic. Jobbers report a 
; fairly large volume of orders, 
which they say are well assorted though 
invariably small. Dealers, however, 
are manifesting more interest in both 
staple and seasonable goods than they 
have shown in several months. 

Builders’ hardware is significantly 
active. Tools of all kinds seem to be at 
the present time in excellent demand. 
Holiday goods and specialties give 
every indication of being exceptionally 
active this year. 

There seems to be very little interest 
as yet on the part of retailers for early 
spring goods, although some jobbers 
report a number of inquiries particular- 
ly on wire goods. 

Price changes reported were not num- 
erous during the past week. 

Jobbers report the following an- 
nouncements from manufacturers: 

Union Tool Co., Orange, Mass., is re- 
ported to have made reductions on its 
line of nail sets and center punches. 

J. M. Russell Mfg. Co., Naugatuck, 
Conn., is reported to have made reduc- 
tions on sash chain. 

National Leather Co., New York City, 
is credited with having made price re- 
ductions on belting and lace leather. 

Bushnell Novelty Co., Mansfield, Ohio, 
is reported to have made reductions on 
mop wringer pails. 

Dunby, Auer, Trenton, N. J., is said 
to have made reductions on door knobs. 

Westfield Mfg. Co., Westfield, Mass., 
is credited with having effected reduc- 
tions on its line of bicycles. 

United States Cabinet Bed Co., 
Brooklyn, N. Y., is reported to have 
made reductions on hammocks. 

George H. Jelliff & Son, New Canaan, 
Conn., are said to have made reductions 
on sifters and cinder screens. 

Star Metal Box Co., New York City, 
made an advance of 10 per cent, effec- 
tive Nov. 10, on its line of switch and 
cabinet boxes. ; 

A decline ranging approximately 
from 10 to 14 per cent, is reported to 
have been made by many of the leading 
manufacturers, effective Nov. 17, on 
single and double end engineers’ 
wrenches. 

Picks, sledges, crowbars, etc., have 
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been reduced in the neighborhood of 
5 per cent. 

Among the important price changes 
reported by local jobbers are the fol- 
lowing: 

Tacks have been affected by a general 
reduction of approximately 10 per cent. 

Sidewalk cement tools have been 
reduced 10 per cent. 

Common dividers have been reduced 
16 per cent. 

Carriage makers’ clamps are now be- 
ing quoted at 45 per cent off list. 

Annunciator Wire.—Consistent inter- 
est prevails for this line. Local stocks 
are apparently adequate. 


Jobbers’ quotations f.o.b. New York: 


Annunciator wire, No. 16, in 1% Ib. coils, 
$2.24 per doz. coils; No. 17, in 1 Ib. coils, 
$4.32 per doz, coils; No. 18, on spool is 36c. 
per Ib. 


Automobile Accessories.—W inter 
specialties are reported to be moving 
well. The recent reductions made by 
many of the leading tire manufacturers 
are said to have increased interest 
slightly in the local market for both 
tires and tubes. 

Ash Sifters.—Demand is good, stocks 
are adequate and prices are firm. 


Jobbers’ quotations f.o.b. New York: 

Heavy steel galvanized ash sifter, rotary 
wire sieve iron brace bands, $30 per doz. 
Crated, $33 per doz. 


Axes.—An increased demand for both 
axes and hatchets was noticeable, espe- 
cially during the first part of last week. 
Jobbers’ stocks are in good condition, 
and prices seem to be firm. 


Jobbers’ quotations f.o.b. New York: 
, House axes, ebony finish, 2% Ib., $12 per 
doz. 

“Fall City” axes, 2% Ib., $13.50 per doz. 

Long Island handled axes, 2% to 2% Ib., 
$19.50 per doz. 

Second quality, 36-in. handle, 4 to 5 Ib, 
$19.00 per doz. 

Flint edge Rockaway pattern, 4 to 5 Ib., 
$20.75 per doz. 

Connecticut pattern, 
3% Ib., $19.50 per doz 


Builders’ Hardware.—Activity fea- 
tures this line. The possibility that the 
New York State Tax Exemption Law 
will be extended another year is said 
to be very good. Senator Lockwood, 
chairman of the State Legislature 
Housing Committee, stated recently 
that “more than $200,000,000 worth of 
homes had been built or planned in New 
York City alone since the adoption of 
the Tax Exemption ordinance last Feb- 
ruary. This is far larger than any 
community in the United States,” the 
Senator declared, “showing that the 
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handled axes, 3 to 


Tax Exemption Law has been a great 
stimulant.” 

New building permits in October 
reached a value of $167,386,000, with 
157 cities reporting, according to Brad- 
street’s Review. The total value of new 
building in the four boroughs of New 
York City for ten months this year, ac- 
cording to official statistics, is $351,- 
970,254, as compared with $245,735,292 
in the corresponding period of last year. 


Bolts and Nuts.—During the past 
week the demand Was consistently good. 
Wholesale stocks are reported to be in 
good condition, and prices generally 
are firm. 


Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, % by 6 and 
smaller, 50, 10 per cent to 50, 10 and 5 per 
cent; longer and thicker, 45 and 10 per 
cent to 50 and 5 per cent. 

Machine bolts, % by 4 and smaller, 50, 
10, 10 per cent to 60 and 5 per cent; larger 
and thicker, 50 and 10 per cent to 50, 10 
and 5 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 80 per cent; larger and thicker, 75 
per cent. 

Tinner’s rivets, 60 per cent. 

Hexagon machine screw nuts, iron, 40-5 
per cent; brass, 4/32 to 8/32 in., 75 per 
cent; 10/32 to 12/32 in., 65 per cent; 
14/32 in., 60 per cent. 

Lock washers, 50 per cent. 

Toggle bolts, steel, bright finish, 60 per 
cent. 

Iron rivets, 60 
rivets, 40 per cent. 

Stove bolts, 80 per cent. 


Coffee Mills.—Fair interest is shown, 
there are good stocks and fair prices 
characterize this line. 


Jobbers’ quotations f.o.b 

Coffee mill, glass hopper, metal parts, 
japanned, holds 1 lb. coffee, $11 per 
Same, slightly different shape, $14.25 
doz. 

Galvanized Ware—No material 
change has been effected in the sheet 
metal market. Although the general 
tone of the market is considered to be 
much stronger than it has been for 
many months, actual transactions are 
relatively small. 


per cent; solid copper 


New York: 


New Yorl 


Prices to retailers f.0.b. 
28 gage, $5.25 to 


Galvanized sheets, No. 
$5.50 per 100 Ib. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt. &{ 5 10 qt. 
$2.70; 12 qt., $2.95; 14 qt., $3.3 16 qt. 
$4 per doz. 

Galvanized wash tubs, 
2, $8.80: No. 8, $10.25; 


Ice Skates.—Buying has increased 
materially during the past week. Sev- 
eral individual jobbers say that their 


No. 1, $7.85; No. 
all per doz 
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sales of ice skates this year are larger 
than those of last year. 


Jobbers’ quotations f.o.b. New York: 

Men’s and boys’ all clamp club skates, 
sizes 8 to 12 in., 91c. to $1.18. Men’s and 
boys’ all clamp hockey skates, runners cast 
steel, all parts nickel plated, sizes, 91% to 
114 in., $1.24 to $1.68. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 
11 in. polished cast steel runners, $1.15 
to $1.40. Women’s and children’s clamp 
hockey skates, $1.40. Women’s and chil- 
dren's clamp hockey skates, russet leather 
back and strap, runners made of cast steel, 
nickel plated, $1.51 to $1.99. 


Ice Scrapers.——Local interest is 
slight, jobbers report, but out of town 
interest is fairly vigorous. Stocks are 
good and prices are firm. 


Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 64% x 5% in., 4 ft. handle, $6.25 
per doz. Solid shank, extra quality, tem- 
pered steel blade, 7 x 6 in., % in. polished 
and painted blue, 4 ft. handle, $7.50 per 
doz. Ice scrapers, socket extra heavy, 7 in. 
blade, 6 in. deep, % in. polished and painted 
blue, 4 ft. handle, $10 per doz. Ice scrapers, 
extra heavy, solid shank, double beaded 
blade, 8 x 6 in. heavy iron ferrule, 4% ft. 
handle, $10.40 per doz. . 


Lanterns.—Demand is mild, 
are good and prices are steady. 


Jobbers’ quotations f.o.b. New 
Hy-Lo tin lanterns, $9.50 per doz. 
tin lanterns, $9.50 per doz. 
lanterns, $9.50 per doz. 
terns, $18 per doz. 
$14.50 per doz. 


stocks 


York: 

Victor 
Monarch tin 
Junior brass lan- 
Blizzard tin lanterns, 
Buckeye dash lanterns, 
$11.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 
per doz. Little Wizard lanterns, $11.25 per 
doz. Eureka driving lanterns, plain, lens, 
$19 per doz. Watchmen’s mill lanterns, 
enamel finish, $25 per dozen. Imperial plat- 
form lanterns, $9.75 each. 


Levels.—Improvement of demand is 
reported by local jobbers. Prices are 
firm and stocks are adequate. 


Jobbers’ quotations f.o.b. New York: 
Pocket levels, iron, 3 in., japanned, $1.72 
per doz.; 2 in. hexagon brass, nickel plated, 
proved glass, $3.60 per doz.; same, 4% in., 
0 per doz. ) 
2 levels, 3 in. aluminum, German sil- 
, $5.13 per doz. 
nbs and Levels.—Cast iron japanned, 
el\. plated trimmings, with proved 
Beses. two pee. 6 in., $16.32 per doz.; 
me, 24 in., $31.6 
Steel Save tae rolled steel, 
japanned, 1 plumb and two levels, 22 
$19.38 per doz. 


Linseed Oil.—Spot buying in small 
lots characterizes this market. An un- 
certain tone still seems to prevail. 

Prices to retailers f.o.b. New York: 

Linseed oil in car lots, 67c. to 69c. per 
gal.; less than car lots, but more than 5 
bbl.; 72c. to 74c. per gal.; single bbl. lots 
is Tic. to 77c. per gal. Boiled oil is 2c. 
extra per gal. and double boiled oil is 3c. 
extra per gal Oil in half bbl. 
extra per gal. 

Nails.—Local demand is fair, and 
jobbers’ stocks are in fairly good condi- 
tion. Prices still give indications that 
speculative elements are still active. 

Jobbers’ quotations f.o.b. New York: 

Wire nails, $3.50 to $3.70, base, per 

Cut nails, $4.25 to $4.45, base, per 

Coated nails, $3, base, per keg. 

Wire nails and brads, 75-10 per 

Naval Stores.—Stocks in the local 
market are reported to be small. The 
demand is active, but pr‘marily for 
small lots. 


Jobbers’ quotations 
Turpentine is 82c. 


web 
in., 


lots is 5e. 


keg. 
keg. 


cent 


f.o.b. New 
to &6c. per gal. 

. $6.00 per barrel 

$10.50 per barrel 
Rosin oils, s ¥ 36 to 37 cents. 
Rosin is quoted as follows according to 

grade: 


York: 
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Roller Skates.—A certain amount of 
business is being done for the Christ- 
mas trade. Orders are for the most 
part small, but the volume seems to be 
substantial. 


Jobbers’ quotations f.o.b. 

Extension roller skates, f< 
and back, extend 7% to 9% in., ca 
rolls, web heel and toe straps, $1.1 
pair. Same better grade, $1.20 per 
Extension skates, with tops, trucks, 
made of cold rolled steel, rubber cushio 
extension, 7% to 10 in., half strap 
clamp toe, plain steel rolls, $2.10 per pai 
Extension ball-bearing roller skates, 
men, nickel-plated, $2.65 per pair. Sam 
for women, $2.75 per pair. 

Rope and Twine.—Conditions are vir- 
tually unchanged in this market. Rope 
is only mildly active but twine is in 
excellent demand. 


Jobbers’ 
Manila 
per lb, 


New \¥ 
steel f 


quotations f.o.b. New York: 
rope, No. 1 grade, 17e. to 
Hardware grade, l4c. per Ib. 


OUTUAUTUANUAUNNEAAAGAAAH 


The Christmas Number 


Are you making your 
headquarters during the 
holiday season? Read 
issue of HARDWARE AGE and see how 
it is done. This number will be full 
of specialized Christmas merchan- 
dising stories that will lead the way 
to bigger holiday sales on toys, elec- 
trical goods, sporting goods, cutlery 
and other items very suitable at this 
time of the year. 


WONUULLAANLL ALLEN 


store gift 
Christmas 
next week's 


TL 


TT 
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. 1 grade, 13c. per lb.; sisal, No. 2 grade 
per lb. Bolt rope, 20c. to 22c. per Ib 
Lath varn, 13c. to 15ec. per lb. Jute wrap- 
ping twine, 201%4c. to 25l%c. per tb. India 


hemp twine, No. 6, 16c.. fo 18¢. per Ib 

Screws.—Consistent demand, steady 
prices and ample stocks characterize 
this line. 


Jobbers’ quotations f.o.b. New York: 

Wood Screws.—Flat head, bright, 7744-20 
per cent; flat head, galvanized, 62%4-20 per 
cent round head, blued, 75-20 per cent: 
round head, nickeled, 65-20 per cent: round 
head, brass, 70-20 per cent; flat head, 
brass, 7214-20 per cent; round head, brass 
nickeled, 65-20 per cent. 

Machine Screws.—Iron, flat and round 
80-10 per cent; brass, flat and round, 75 
per cent. 

Cap screws, 

Set screws, 75-5 

N. B.—Reports indicate that 
jobbers are giving an extra 20 
cent on wood screws. 

Sporting Gcoods.—Increased demand 
is evident, primarily because of the 
Christmas trade. This activity is not 
confined to any particular line, but is 
more or less general, jobbers say. 

Sleds—This line is very brisR. 
Stocks are fair, jobbers say, and the 
possibilities of any price changes are 
remote. 


Jobbers’ quotations f.o.b. 

Flexible Flyer sleds No. 1, 
in, wide, 6 in. high, $4.50 each; No. 2, 42 in 
long, 18 in. wide, 6 in. high, $5 each; No. ¢ 
17 in. long, 14 in. wide, 7%4 in. high, $6.5 
each ; No. 4, 52 in. long, 14 in. wide, 7% i 
high, $7 each. Junior Racer, 49 in. long, 
in. wide, 6% in. high, $5.50 each: Racer, { 
in. long, 13 in. wide, 7% in. high, $6.75 
each; No. 5, 63 in. long, 16 in. wide, 8 i 
high, $9.50 each No. 4, with pair 
foot $7.76; 5, with pairs 
foot rests, $11 

Stove Pipe and Elbows.—There is a 
medium demand, good stocks and fair 
prices. 

Jobbers’ quotations f.o.b. 

Stove pipe, black iron, No 
lengths to a bundle, ¢ in., 


$1.60 
$1.70; 5 in., $1.80; $ 


54 in., $2.10; 6 in 
Elbows, black fron, No. 28) gage 
lengths to a 


bundle, 4 in $1.80 it. 
$1.70 h-in., 
$095, 


$1.80; 5% in. $2.10 
Tree Holders.—Increased 
reported by all local jobbers. 


75 per cent. 

per cent 

some local 
and 10 per 


New York: 
38 in. long, 12 


one 
two 


rests, 
Ne w 


York: 


activity is 
Stocks 


are said to be in fairly good condition 
and prices are steady. 


Jobbers’ quotations f.o.| 
Cast iron tree 
with gold bronze, 2 
doz. net; 3 in 
“Gem” tree 


York: 

striped 
ling $10 per 
opening, $16.75 per doz. net; 
stan d | , 

Toys.—Toys of all ‘kinds are very 
active at the present time. Retailers 
however, seem to be more inclined to 
shop before buying. 

Window Glass.—The demand for 
window glass is said to exceed the 
supply anywhere from 15 to 25 per’ 
cent. Manufacturers are not inclined 
to accept orders, it is said, except on 
a thirty to ninety day delivery basis. 
Local stocks are small and the demand 
is very active. One of the large window 
glass manufacturers is now making 
fourth grade glass which is made from 
surplus material and imperfect runs of 
the better grades. It is being manu- 
factured primarily for export trade, and 
is of an inferior quality and so marked. 

Prices to retailers f. York 

B single window gla cent 
-ount. 

B double 


A doubie cent 
discount. 


Wire Goods.—Dealers seem to be 
hesitant in placing orders for spring 
delivery, although jobbers report a 
large number of inquiries. It is ex- 
pected by many that business in this 
line will be relatively quiet until after 
the holidays. 

Jobbers’ quotations f.o.b. New York 

Poultry netting, galvanized after 

factory shipment, 50 per cent; from 

y York stock, 45 per cent. Poultry ret- 

galvanized before weaving, factory 
shipment, 50-10-5 per cent 

Square mesh wire cloth. 2 x 2, 
stock, $4.75 to $5 per 100 sq. ft. 

P. S.—Copper sheets were advanced 
recently 1 cent per lb. Most of the 
leading sellers are reported to be quot- 
ing 13% to 15 cents for December de- 
livery, and 135 cents per lb. for Janu- 
ary. Few quotations are being made, 
it is said, beyond January. 

Cotton Gloves.—The largest sales in 
cotton gloves are probably made to the 
suburbanite who must attend to his own 
furnace. As the weather is getting 
colder many déalers are taking on stock 
as the demand is already showing signs 
of increasing. Stocks are ample and 
prices seem steady. 


Jobbers’ quotations f.o.b 
Cotton gloves, white cantgn flannel, 
knit cotton wrist, light, $1 per doz. 
net; heavy. $1.75 per doz. pair, net. 
weight white canton flannel, 
with heavy stiffened material, reru 
$1.75 per doz. pair, net; leather 
per doz. pair, net 


als- 


y} 


e Bt 


glass, 85 per unt 
} 
l 


and sing 


weav- 


New York 


New York 
with 


Jamestown, 
price re- 
the pres- 
doing so. 


ad FP. Dxelehien & Co., 
N. Y., has made no general 
duction since last May and at 
ent time is not contemplating 
Wallingford, Conn., 
price reduction 


Wallace Bros., 
has made no general 
since July 1. 

In the annual jobbers’ number of 
HARDWARE AGE, issue of October 
group photograph on page 144 referred 
to the group as representatives of the 
Marlin Furnace Co. The correct name 
should have been The Marlin Firearms 
Corporation, New Haven, Conn 


27, a 





Office of HARDWARE AGE 
1505 Otis Building, 
Chicago, Ill., Nov. 16 


ORE favorable weather has been 
1M responsi for an increase in 
+ the volume of hardware sales. 
Temperatures have been down to freez- 
ing and are holding near that point. 
This has occasioned greater interest in 
stoves and accessory lines. 

Then too, this is the time for nat- 
ural pick-up in business, for holiday 
demands are now being made upon the 
jobber, and retailers are also laying in 
their holiday stocks. It will not be 
far from the facts to say that Chi- 
cago hardware jobbers are doing more 
business now than they have at any 
other time this year. Retailers, too 
have noticed an increase as compared 
with the early fall dullness, and the 
real harvest for the retailer is yet to 
come. 

Price tendencies are towards firm- 
ness, few concerns wishing to make 
any changes until at least after the 
first of the year when inventories will 
permit more accurate price determina- 
tions. 

It is notable that the demand for fu- 
tures is much better. This would serve 
to indicate that the pessimism is giv- 
ing way to confidence and that dealers 
expect conditions to continue to im- 
prove. 

Buying in rural sections is not par- 
ticularly heavy at the present time. 
Farmers are disappointed in the prices 
they are receiving and are not spend- 
ing their money unless it is absolutely 
necessary. The leading mail order 
houses are doing more business than in 
previous months, but this is the holi- 
day season for them and gains are to 
be expected. 

Collections are better, and little trou- 
ble is being had by the jobber at this 
time. Banks are more liberal with 
their loans and the retailer is accord- 
ingly enabled to take up his accounts 
without delay. 

The employment situation in Chicago 
seems to be improving. It is estimated 
that one-third of the men who were 
idle six weeks ago are now at work. 
Public improvement enterprises are 
contemplated which will give work to 
attitional men. Building trades are 
active and construction work is going 
forward in a very satisfactory man- 
ner. 


Improvement in the sale of small 
tools is one of the noticeable changes 
in the hardware situation. This branch 
of the business is showing a very nice 
gain during the last few weeks. Toys 
continue to sell actively, as do all 
Christmas lines. 


Automobile Accessories.—Sales of 
accessories are only fair due in a meas- 
ure to weather and road conditions. 
Prices are without change. 


We quote from jobbers’ stocks f.o.b. Chi- 


e720: Reliable jacks. No. 46, $3 each, $34 
per doz.; De Luxe Jong handled standard 
jacks, $6.25 each; No. 1 standard jacks, 






HARDWARE AGE 
CHICAGO 


$2.15 each; twin cylinder foot pumps, $1.25 
each; Simplex jacks, No. 36, $2.10 each; 
Stewart hand horns, $4 each; Weed chains, 
30 x 314, $5 per pair, with 25 per cent off in 
lots of one dozen pairs and 33% per cent 
off in lots of more than one dozen pairs; 
2id-O-Skid chains, $2 to $2.65 per pair, 
inner tubes, red, 30 x 3%, $2.50 each; gray 
tubes, 30 x 314, $2.05 each; Lyon bumpers, 
$10.25 each; Bethlehem spark plugs, in lots 
of 100. special type, 43c. each: Mica type, 
Bethlehem spark plugs, 74c. each; Standard 
porcelain Bethlehem plugs, 55c. each; Her- 
cules Giant plugs, 55c. to 60c. each; Hercu- 
les Junior plugs, 27c. to 35c. each; Hel-Fi 
standard plugs, 27c. to 35c. each; Hel-Fi 
tractor plugs, 83c. each. A. C. Cico plugs, 
48c. each; Splitdorf plugs, 70c. to 78c. each : 
United p'ugs, junior, 40c. each; Champion x 
plugs, 50c. each; Champion O plugs, 50c. 
each: Champion Heavy Duty p'ugs, 57c. 
each 

Axes.—The volume of business in 
axes has been picking up very satis- 
factorily and prices are holding to the 
old figures. 


We quote from jobbers’ stocks. f.o.b. 
Chicago: First quality single bitted unhan- 
dled axes, 3 to 4 Ibs., $14.50 base, good 
quality black unhandled axes, same weight, 
$13.50 base: single bitted handled axes, 
$16.50 to $22 per doz. 


Alarm Clocks.—Sales are more than 
satisfactory in alarm clocks. Prices 
continue to hold firmly to the old 
figures. 


We quote from jobbers’ 
Chicago: America, $13.08 doz. 
$12.48 doz.: B'ue Bird. $15 doz. 
$14.16 doz.;: Bunkie. $25.56 doz. 
$24.69 doz.: Lookout, $16.08 doz. 
$15.48 doz:; Sleepmeter, $17.52 
case, $16.92 doz. 


Bicycles and Tires.—Some interest is 
being shown in these lines by way of 
future orders, but sales are on a rather 
low basis. 


stocks, f.o.b. 
lots, case, 
lots, case, 
lots, case, 
lots, case, 
doz. lots, 


Builders’ Hardware.—The volume of 
business in builders’ hardware is hold- 
ing up surprisingly well. Construction 
work continues to go on, the weather 
not being severe enough to seriously 
check it. There is a surprising amount 
of work under way for this time of the 
year, and that means a very good de- 
mand for the builder’s hardware. The 
trade seems to be quite optimistic and 
expects good business unless'- the 
weather should make it impossible. 


Cotton Gloves.—Prices continue firm 
on cotton gloves and the demand con- 
tigues to be excellent. 


We quote from jobbers’ stocks. f.o.b. 
Chicago: 6 oz. knit wrist gloves, $1.20 doz. : 
8 oz. knit wrist gloves, $1.45 doz.; 10 oz. 
knit wrist gloves. $1.80 doz.: 8 oz. plain 
husking mittens, $1.15 doz. pairs. 

Copper Rivets and Burrs.—The sit- 
uation is without change and a fair 


amount of business is being done. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Standard sizes and packages, 50 
per cent discount. 


Chains.—The chain situation is the 
same as it has been, and a satisfactory 
amount of business is being done. 

We quote from jobbers’ stocks, 
Chicago: Proof coil chains, %-in. base, 
$8.25 per 100 Ib.: weldless coil chains. 50 
rer cent off list; No. 00 4% electric welded 
cow ties, $2.75 per doz. 


Cutlery. — Carvers, manicure sets, 
mantle clocks. cut glassware, scissors 
and shears, in the cutlery department of 
a leading Chicago jobber are all selling 
exceptionally well. This is the harvest 
time for cutlery and business has been 
remarkably good in that department. 


f.o.b. 
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Silverware is also another important 
item in the sales. Pocket cutlery is in 
good demand. Prices remain about the 
same, except on some novelties. 
Cooking Utensils.—There is the usual 
steady demand for cooking utensils and 
business has responded to specia! sales. 
Prices are at approximately the same 


level. 

Eaves Trough and Conductor Pipe.— 
Old prices are still in effect, the change 
in sheet quotations not having been 
passed on by the makers of trough and 
pipe. There is a fair movement of 
this material, but the demand is ex- 
pected to decrease during the coming 
week. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5 in, lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage. 3 in, 
corrugated conductor pipe, $4.50 per 100 
ft.; corrugated 3 in. conductor elbows, $1.55 
doz. 

Files.—No change in price has been 
recorded and demand is steady and of 
fairly good volume. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off list; 
Nicholson files, 50-10-10 per cent off list; 
Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per’cent off list 

Flint Paper and Cloth.—Sales are of 
a fairly satisfactory size and prices re- 
main without change. 

We quote from jobbers’ stocks, 
Chicago: First quality flint paper, 
$4.50 per ream; first quality emery 
No, 0, $27 per ream, 

Galvanized Ware.—Some strength 
was given to the market by the recent 
advances of 5 to 10 per cent upon the 
part of the manufacturer. Buying, 
however, is still at a rather low ebb 
and is on a hand-to-mouth basis. 


Glass.—A strong demand during the 
past two weeks has depleted stocks to 
such an extent that jobbers report they 
are low on glass. Prices are without 
change and remain firm. 


f.o.b. 
No. 0, 
cloth, 


We quote from jobbers’ stocks, f.o.b 
Chicago: Single strength A, all sizes, 81 
per cent off; single strength B, all sizes, $1 
per cent off; double strength A, all sizes, 83 
per cent off; double strength B, all sizes, 83 
per cent off; putty in 100-Ib. kits, $4.75: 
commercial putty, $4.10; glaziers’ joints, 
Nos. 1, 2 and 3, one doz., 75c. 


Guns and Ammunition.-—The demand 
is good for this material and should 
remain so for some time to come. 


Hatchets.—Most makers have noted 
an increase in demand during the past 
two weeks which has affected both the 










cheaper and better grades. Prices are 
holding steady. 
We quote from jobbers’ stocks, f.0.b. 


Chicago: Size 2 extra quality broad hatchets, 
$19 doz. : Competitive grades, $13 doz.; war- 
ranted shingling hatchets, $14.35 doz. Com- 
petitive forged shingling hatchets, $5.5) doz. 


Hammers.—Prices are unchanged. 


We quote from jobbers’ stocks, f.0.b 
Chicago: No. 11% first quality nail ham- 
mers, $13.50 per doz.; competitive forged 
nail hammers, $7.50 to $10 per doz.: cast 
steel hammers, $4 per doz. 

Hickory Handles.—Prices have been 
slightly reduced on hickory handles. 
Sales are of a steady character. 
stock 
handles 


We 
Chicago: 


from jobbers’ 


quote 
1 hickory 4xe 


f.o.b. 
No. $3 
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doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special white 
growth .second hickory, $4.50 doz.; No. 
hatchet and hammer handles, 80c. doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.20 doz. 

Hose.—Sales for future delivery are 
being booked by Chicago jobbers at the 
prices which were in effect before cot- 
ton raises caused some manufacturers 
to advance their quotations. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. molded reel hose, good 
quality, 134c.; %-in. e3-ply good quality 
duck hose, 13%c.; %-in. 4-ply good quality 
duck hose, 16c.; %-in. 5-ply multiple hose, 
1046ce. 

Lawn Mowers.—Some spring busi- 
ness is being transacted. Prices have 
been readjusted for the coming season 
and manufacturers say that buying at 
this time is perfectly safe. 

Lanterns.—This being the favorable 
time of the year, lantern sales have 
been and are continuing good. Prices 
are without change. Some are expect- 
ing a decrease after Jan. 1. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Monarch tin lanterns. hot blast, 
$9.50 per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.; with large founts, 
$16 per doz.; best tubular lanterns, $9.50 
per doz.; Competition lanterns, No. 6 tubu- 
lar, $7.80 per doz. 

Ice Skates.—Sales have been excel- 
lent and are continuing good. Skates 
are lively items at Christmas time and 
retailers are now getting in their 
stocks, providing they had not done so 
at an earlier date. Prices remain the 
same. 






We quote from jobbers’ stocks, f.o.b. 
Chicago: North Star aluminum finish racer 
or hockey for men and women, $9 pair; 
North Star nickel finish racer or hockey for 
men or women, $10.25 pair; key clamp 
rocker, steel runners, bright finish, 90c. 
pair; key clamp rocker, steel runners, 
nickel finish, $1.15 pair; key clamp hockey, 
polished cast steel runners, $1.20 pair; key 
clamp hockey, carbon steel runners,, $1.60 
pair; half key clamp rockers for women 
ard girls, $1.10 pair: half key clamp hockey 
for women and girls, $1.51 pair. 

Nuts and Bolts.—Manufacturers have 
have not changed their prices. There 
is practically no interest in this line 
at present. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts 60 ner cent 
off list, small carriage bolts, 60-10 per cent 
off list; large sized machine bolts, 60-5 per 
cent off list; small sized machine bolts, 60- 
10 per cent off list; all stove bolts 80 per 
cent off list; all lag screws, 60-10 per cent 
off list. 

Nails.—Construction work going on 
and sales of nails have been good. 
Prices remain the same. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.65 per keg 
base. . 


Paints and Oils.—Turpentine prices 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Nov. 19, 1921. 
7; URTHER impetus in_ pre-holiday 
retail buying of merchandise han- 
dled by the shelf hardware jobbing 
trade is noted this week. The great 
bulk of buying, however, is confined to 
such things as toys, electrical ap- 
pliances, glass cooking ware, sporting 
goods, vacuum bottles, batteries and 
bulbs, clocks, high grade tools, some 
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have eased off 3c. and linseed oil prices 
are not as high as they were. There 
is not so much demand for painting 
material as there has been up to the 
recent cold weather. 


We quote from jobbers’ ek f.o.b, 
Chicago: Linseed oil one barr: ts, SOc. 


per gal.: 5-barrel lots, 76c. per x boiled 
linseed oil, barrel lots, 82c. per ¢ 5-bar- 
rel lots, 78c. per gal.; strictly pur pen- 
tine, barrel lots, 9lc. per gal.; d ured 
alcohol in barrels, 48c, per gal.; pure ite 
lead in 100-Ib. kegs, 12\%c. per li Iry 


paste in barrels, 6c. per Ib.; pure ‘ 
Shellac, $3.85 gal.; orange shellac, $8.4: 
gal.; English Venetian red, $3.50 to 
per 100 Ib. 

Roller Skates.—Christmas sales are 
good and prices remain unchanged. 


We quote from jobbers’ stocks, f.o.b 
Chicago : Boys’ ball bearing roller skates, 
$1.85 pair; girls’ ball bearing roller skates, 
$195 r; juvenile plain bearing with 
strap, . pair; juvenile plain bearing with 
clamp, 80c. pair. . 

Rope.—Sales are not as strong as 
they were in the fall. Prices are just 
the same. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality mani'a rope 
standard brands, 16%c. to 17%c. lb. base; 
No. 2 manila rope, lic. to 15%e. Ib.: so- 
called hardware grade manila rope, 11%c 
Ib.; No. 1 sisal rope, highest quality stand- 
ard brands, 12%c. to 13'%4c. lb, base; No. 2 
sisal rope, standard brands, lle. to 11 t%e. 
Ib. base. ‘ 

Spades and Shovels. — Considering 
the time of the year, sales are very 
good, and prices are holding without 
change. 


Stove Pipe——There has been _in- 
creased demand for stove pipes during 
the last week or two. Prices are the 
same. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $10.50, 30 gage, 
$11.50; 28 gage, $13.70: 26 gage. $16.40; 
6-in. elbows, 30 gage, $1.25; 28 gage, $1.45; 
26 gage, $1.70 per doz. 

Singletrees—No change in prices 
has been recorded and the amount of 
business is quite satisfactory. 

We quote from jobbers’ stocks, f.o.b 
Chicago: 34-in. strap end varnished single- 
trees, $9 doz.; 48-in. doubletrees, $12 doz. ; 
40-in., neckyokes, $11.50 doz 


Solder and Babbitt Metal—A fair 
amount of business is being done and 





prices remain unchanged. Quotations 
given are for the best guaranteed 
goods. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: Warranted 50-50 solder, 319 pe 
100 ib.; medium 45-55 solder, $18 per 100 
Ib.; tinners 40-60 solder, $17 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.: 
standard No, 4 babbitt metal, $6.75 per 
100 Ib. 

Sledges, Mauls and Wedges.—There 
is no change in price or in demand. 

We quote stocks. f.ob 


from jobbers’ 


Chicago: Striking and B. S. sledges, 5 to 16 
Ib., $10 per 100 Ib.; 


wood chopping mauls, 
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lines handled by the cutlery depart- 
ments, and, in fact, those classes of 
goods that come within the scope of 
gifts. The cutlery market as a whole 
for some reason is not as active as it 
usually is at this season, but indications 
are that the comparative lull is tem- 
porary. The prospect of the removal 
of the national tax on sporting goods 
possibly has had something to do with 
the awakening interest of the retail 
hardware dealer in such things. 


5 to § Ib., $13 per 100 Ib = . , 
wedges, 3 to 6 ib., $7.50 per 106 1 n fluted 


Sash Weights.—A slightly lower 
price than last reported is given on 
sash weights, the reduction amounting 
to about $2 per ton. 


We quote from jobbers tocks f.o.b. 
Chicago: Sash weights per tor tS 
Steel Sheets——The price tendency 


seems to be strong and demand re- 
mains active. 

We quote from jobbers’ stocks, f.o.b 
Chicago: 28 gage galvanized sheets, $5.15 
per 100 lb.; 28 gage black sheets, $4.15 per 
100 Ib 

Stove Boards.— Demand has _in- 
creased somewhat and prices are firm. 

We quote from jobbers’ stocks f.o.b. 
Chicago: Crystal wood lined square boards, 
26 $14.45 doz 28-in., $16.95 doz 30-in.. 
$19 Z.: (rystal paper lined 
squar: an) $8.15 doz 2S-in 
30-in 7, 


Sash Cord. 


stove boards 
$9.10 doz. 





There has been an in- 


creased demani for sash cord, occa- 
sioned by the a e building program. 
Prices are without change. 


We quote fro =" stocks f.o.b 
Chicago: No. 7 sash tandard brands, 
$8.45 doz. hanks; No cord, standard 
brands, $9.75 doz. har 

Screws.—There is n 
terest in this item, prices 
and sales are on a restric 


much in- 

tinue high 
{ basis. 
We quote trom jobbers’ STOCKS, f.o.b 
Chicago: Flat head bright screws, 77%-20 
per cent off list: round head blued ’ 
per cent off list; flat head brass, 724-20 
per cent off list; round head brass, 70-20 
per cent off list: japanned, 70-20 per cent 
off list. 

Toys.—Business is very lively in toys, 
and all lines are selling well. 

Traps.—Good prices are being had 
for furs, and the fact that many men 
are idle has caused a great deal of 
trapping and an increasing demand for 





traps. Prices remain the same on 
traps. 
We quote from jobbers’ stocks, f.ob 


Chicago: No. 0 Victor. $1.71: No. 1 Victor 


$2.01 No. 1 Victor Giant, $2.56: No. 1. 
Victor, $3.05; No. 0 Oneida Jump, $2.37; 
No. 1 Oneida Jumn, $2.75: No » Oneida 
Jump, $4.12; No. 0 Triumph, $1.71; No. 1 
Triumph, $2.01 No. 1's Triumph, $3.05 
No. 115 X Triple Clutch, $3.25 


Wire Goods.—Wire goods have been 
and continue to be in fair demand. Fu- 
ture bookings on black painted wire 
cloth and poultry netting are fairly 
large. Prices remain unchanged. 

We quote from jobbers f 
Chicago: No. & black annealed wire $3 


stocks, 


per 100 Ib galvanized barbed wire $30 
per 100 Ib.: 12 mesh black painted wire 
cloth, $2 per 100 sq. ft.: poultry netting. 55 
per cent off; galvanized after weaving, 50 
per cent off: catch weight spool galv inized 
cattle wire, $4.30 per 100 Ib S0-rol spool 
galvanized hog wire, $3.85 per spool: No. & 
galvanized plain wire. $3.85 per 10° Ib. 


The character of retail hardware buy- 
ing has changed but slightly. That 
business is more active is due largely 
to more frequent rather than to larger 
individual orders. The prevailing idea 
among retail firms is not to accumulate 
too much stock on this market, mainly 
for two reasons: first, because it is not 
generally believed we have completely 
passed through the readjustment 
period; and second, because everybody 
wants to have as small an inventory as 
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possible in view of taxes. 
those retail and wholesale hardware 
firms, who have made it a practice to 
take stock every other year, and who 
took stock last year, intend to do so 
again this year. Almost everyone is 
keeping close tabs on day-to-day sales, 
so that they and purchases can be more 
closely timed. 

Price changes, as reported this week 
by the shelf hardware trade, are more 
numerous than they were last week, 
but in a majority of instances they are 
not of great importance. Mill supplies 
have slowed up somewhat, although 
even here one finds certain lines moving 
well. Heavy hardware jobbers are just 
about holding their own in sales. In 
several lines carried by them competi- 
tion continues to be keen, and in such 
cases prices usually are in favor of the 
buyer. A still further downward read- 
justment in iron and steel is the out- 
standing feature this week in heavy 
hardware. 

Bolts and Nuts.—One hears less talk 
regarding higher mill quotations on 
bolts and nuts than was the case two or 
three weeks ago. On the surface the 
local wholesale market appears to be 
steady, but it is beginning to crop out 
again that certain jobbing houses have 
offered concessions to close sales. There 
are no large buying orders finding their 
way into the market, consequently con- 
cessions have been made on small lots. 
Those jobbing firms with large stocks 
are credited with making the conces- 
sions in an effort to further reduce in- 
ventories. 

We quote from jobbers’ 
bolts with H P nuts, % x 4-in., 
shorter cut threads, 60 per cent 
larger and longer, 50, 10 and 5 per cunt dis- 
count, with C T D nuts, 50 per cent 
discount; tap bolts, 10 per cent discount; 
common carriage bolts, small, 50 and 10 
per cent discount; large, 50 and 5 per cent 
discount; stove bolts, 50 and 19 per cent 
discount; bolt ends, 50, 10 and 5 per cent 
discount: tire bolts, 60 per cent discount. 

Nuts, H P square, blanks, $2.50 per 100 
lb.; tapped $2.25: C P C and T square, 
blank, $2.50; tapped, $2; semi-finished hexa- 
gen nuts, 9/16-in. and smaller, 75 per cent 
Sinsount, larger, 70 per cent discount; 
finished case hardened nuts, 60 and 10 per 
cent discount; machine screws, nuts, iron, 
list; machine screws, nuts, brass, 25 per 
cent discount. 

Bottles.—The market for American 
made vacuum bottles is more active 
than it was a month or so ago. In fact, 
various jobbing houses here say during 
the past month they have sold three or 
four times as many bottles as they did 
during all of the previous 1921 months 
combined. While there is a good mar- 
ket for this class of merchandise the 
year-round, the demand at this season 
of the year is usually excellent. Retail 
hardware stocks evidently had worked 
down to very small proportions, and 
the fairly recent downward readjust- 
ment in manufacturers’ prices was all 
that was needed to start the business 
ball rolling. 

Botties.—Thermos, 
pinta, $1.50 list; 
nickel, pints, 3.50; 
nickel, pints, $4.25; quarts, $5.59: discount, 
25 to 10 per cent. Universal bottles, same 
price and same discount. Ferrostat, black 
finish, pints, $7.50: leather finish, $8.50: 
quarts, black finish, $10; leather finish, $11 


stocks: Machine 
smaller and 
discount, 


brown steel cases, 
quarts, $2.50; corrugated 


quarts, $5; smooth 


Many of 2-at., 
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black finish, $15; leather finish, $16. 
30 per cent. 

qt. No. 404, Verde cop- 
less 30 per cent dis- 


Discount, 
Jugs.—Ferrostat, 
per finish, $14 each, 
count. 
Clamps.—Machinists’ forged clamps 
have been reduced 10 per cent following 
a revision in producers’ lists. 


Clocks.—The Boston market for 
clocks has been good for some time 
and to-day is more active than ever be- 
fore, according to the leading jobbing 
houses. During the past two months 
hundreds have been sold where dozens 
changed hands heretofore. Business 
conditions are generally attributed to 
various reasons, but usually to the fact 
that during the war retail stocks 
dwindled to almost nothing because it 
was almost impossible to get new goods. 
Ameritan manufacturers have met for- 
eign competition, both in price and in 
quality of offerings. As a result, the 
buying public is getting a good clock 
for less money. Consequently the pub- 
lic is taking advantage of the oppor- 
tunity. 

We quote from jobbers’ stocks: 

Alarm.—Waterbury, Call, in less than 
dozen lots, $1.20 each; in dozen lots, $1.13; 
in cases of forty-eight, $1.09. Sleepmeter, 
less than dozen, $1.57; dozen, $1.53; case, 
$1.47. Lookout, less than dozen, $1.44; 
dose n, $1. 39; case, $1.34; Bunkie, less than 

; dozen, $2.18; case, $2.14; Bingo, 

$2.48; dozen, $2.48; case, 

Call, in less than 
dozen lots, $1.36; in 

*s containing fifty clocks, $1.29 each. 

ilant, white dial, $1.88; radium dial, 

; Daybreak, $2.13. Turnout, radium 
$2.19. Cyclone, $2.91 

Alarm.—New Haven, Tattoo, $2.25 
oval brass or silver plated, $2.90. 

Wood time clocks, $3 to $4.50 each. 

Cooking Ware (Glass).—The past 
week has witnessed a pronounced bulge 
in the demand for glass cooking ware of 
all kinds, but more particularly for 
combinations or sets put up for the 
holiday trade. In more than one in- 
stance jobbers report their supplies as 
having “melted away,” since last re- 
ports. If the volume of buying con- 
tinues of present proportions it is be- 
lieved a shortage of certain numbers of 
cooking ware, at least, will develop. 

We quote from jobbers’ stocks: Casse- 
roles, rounds, 1-qt., $1.75 each; 1%4-qt., $2 
each; 2-qt., $2.50 each. Baking dishes,un- 
covered, 1-qt., $1 each: 1%-qt., $1.25 each; 
2-qt., $1.50 each. Pie plates, 90c. to $1 each. 
Cake dishes, 90c. each. Bread pans, $1 to 
$1.75 each. Custard cups, 25c. to 35c. each. 
Ramekins, 20c. each. Jobbers’ terms are 
30 per cent off list. 


Cutlery.—The demand for cutlery is 
spotty. In other words, one house re- 
ports business as having fallen off no- 
ticeably since Armistice Day, while the 
next says orders are coming in satis- 
factorily. Looking at it in a broad way, 
the general market is not active except 
on special lines. There is- a very fair 
call at the moment for carvers. Many 
other items move slowly, comparatively 
speaking. The average retail dealer, 
according to the jobber, admits his 
stocks are smaller than usual, and that 
he will have to buy before the Christ- 
mas holidays. In a large percentage 
of cases, however, it is frankly stated 
buying orders will not be placed until 
early in December. 

Electrical Goods.—The past week has 


Te, —Ws iterbury, 
zen lots, $1.50; in 


each; 


November 24, 1921 


witnessed quite an improvement in the 
movement of electrical household needs 
out of local stocks. Individual orders 
placed by retailers are not as large 
perhaps as they have been in the past, 
but they usually cover a wide variety 
of goods and very often are repeated 
within a very short time. Percolators, 
which heretofore sold slowly, are in 
demand, the lower as well as the higher- 
priced kinds included. The big demand, 
however, continues for irons, with 
toasters a strong second. 

We auote from jobbers’ stocks: 

lrons.—Hot point, 30 per cent discount; 
Damanco, in lots of five or more, $3.35 each: 


in lots of less than five, $3.50 each; Shel- 
don, $3.25 net, each; Universal 


E 708, $8.75; No. 

No. 9023; No. 9051, $8. 
pocnand 30 per cent; 12 pieces or more, % 
per cent: 24 pieces or more, 30-7% per cent. 

Heaters.—Hot point, 30 per cent discount: 
Universal, No. 9952, sunburst type, $11.50 
list; discount, 30 per cent, 

Percolators.—Coffee, Universag- No. 
nickel $22.50; copper, $24; silver, 
each; No. 9169, nickel, $25; copper 
silver, $29; No. 159, $2.50 each, net. 
count, 30 per cent; 12 pieces or more, 
24 pieces or more, 30-7% per cent. 

Toasters.—Universal, nickel, No. 945, 
$7.50 each; No. 946, $6.75. Discounts same 
as on other goods. Reverso, $5.75, net, 
each; Star, $3.76 net, each. 

Grills.—Universal, nickel, No. 984, $12.50 
each; No. 982, $11.50. Discounts same as 
on other goods. 

Heat Pads.—Universal, nickel, 
$10.75 each. Discounts same 
goods. 

Curling trons.—Universal, nickel, 
9901, $6.25 each; No. 99011, $6.75. 
counts same as on other goods. 

Ranges.—Two burners, with quill 
oven, No. 9688, $31.50. Discount, 30 
cent. 


Fine Tools.—The improvement in the 
demand for fine tools noted a week ago 
continues. If anything it is a little 
better, due, no doubt, to a movement 
among certain of the manufacturers to 
help push over-the-counter sales during 
the next month, treating fine tools as 
a holiday gift proposition. This move- 
ment has just started, but its influence 
has already been felt in and about 
Boston, and presumably will be in other 
sections of the country as it gathers 
momentum. One New England manu- 
facturer of fine tools has put on the 
market a combination square that sells 
for around $1.50, which is enjoying big 
sales just now. 


No. 
$ 


9166, 
$26.50 
$26.50; 
Dis- 


30-5; 


No. 


as on 


9940, 
other 
No, 


Dis- 


and 
per 


Fishing Tackle.—More and more re- 
tail hardware dealers are covering on 
their fishing tackle requirements for 
next season, if incoming orders can be 
taken as an indication. Not only are 
more orders being received daily, but 
the assortment asked for shows note- 
worthy expansion. As to prices, no 
changes on standard lines are noted. 
It will be recalled that when next sea- 
son’s goods were first offered on the 
market, prices were adjusted to well 
below last season’s basis. 


Glass.—More seasonable weather has 
reminded a large number of people that 
it is a good time to repair that broken 
window, As a result the market, both 
retail and wholesale, for window glass 
is quite active. The supply situation is 
perhaps less acute than it was a month 
ago, but it is still very tight with every 
indication of remaining so until well 
into December or longer. 
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We quote from jobbers’ stocks: 

Window glass, single A, all sizes, 81 per 
cent discount; single B, first three brackets, 
84 per cent discount, smaller, 82 per cent 
discount; double B, first three brackets, 86 
per cent discount, all above, 85 per cent 
discount; double A, all sizes, 82 per cent 
discount, yer box. Window glass by the 
light, A and B quality, 80 and 10 per cent 
discount. 

Vitro-marble glass, 5/16-in., 80c. per sq. 
ft.; 7/16-in., 90c. 

Skylight glass: Rough or rolled, %-in. 
thick, 18c. per sq. ft.: 3/16-in. thick, 22c. 
per sq. ft.; %-in. thick, 28c. per sq. ft.; 
wired glass, 35c. per sq. ft. 

Hockey Sticks.—All kinds and makes 
of hockey sticks are in demand. Fresh 
goods are coming forward slowly from 
the manufacturers, and wholesale inter- 
ests who ought to know say it would not 
surprise them if a shortage developed 
on this market within a month. “Back 
orders” already have made their ap- 
pearance in local jobbing houses. 

We quote from jobbers’ stocks: Popular 
selling numbers, boys’, $4 per doz.; men’s, 
$8 per doz. 

Iron and Steel.—Following a period 
of comparative inactivity, the local 
market on iron and steel has developed 
weakness in spots. On steel bands over 
§-in. wide and % and 3/16-in. thick 
prices are unchanged, but on other sizes 
the market is all of 15 cents per 100 
lb. lower, Soft steel bars, flats, plates, 
structural steel and reinforcing bars 
with the exception of deformed in stock 
lengths, and refined iron are 10 cents 
lower. Deformed bars in stock lengths 
are 5 cents cheaper. Jobbing quota- 
tions otherwise remain unchanged. The 
latest adjustment of prices has resulted 
in a slightly freer movement of iron 
and steel out of local stocks, 


We qupte from jobbers’ stocks: 

Iron.—Refined, $2.714% per 100 Ib. base; 
best refined iron, $4.25; Wayne iron, $5.50; 
Norway iron rounds, $5.50, base. 

Steel.—Soft steel bars, $2.714% per 100, lb. 
base; flat, $3.2114; concrete bars, plain, 
$2.71%; angles, channels and beams, $2.71%; 
tire steel, $4 to $4.40; open-hearth spring 
steel, $4.50; crucible spring steel, $11.50; 
steel bands, $3.311% to $3.78: steel hoops, 
$3.31%: cold rolled steel, 3.75 to $4.25; 
toe calk steel, $5. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 Ib.; lots of 1000 Ib. to 
1999 lb. of a size, 1l4c. 

Oil Cans.—A further reduction of 
approximately 10 per cent in copper oil 


can prices is noted. This class of mer- 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Nov. 21. 

‘THE chief discussion in the heavy 
iron and steel trades at present is 
the drastic action taken at the Arma- 
ment Limitation Conference which 
Started at Washington last week, and 
views expressed by well informed au- 
thorities are widely divergent. Wall 
Street, which is always ready and eager 
to grasp anything that will benefit or 
adversely affect the stock market, takes 
the view that the limitation of arma- 
ment, as proposed at the conference by 
Secretary of State Hughes, will ad- 
versely affect the steel trade. Wall 
Street bear operators are accordingly 
trying to use this to break down stocks, 

€specially industrial securities. 
On the other hand, those directly 





chandise is not moving particularly 
well, 

Pencils.—Jobbers have been notified 
by the manufacturers of lead pencils 
of a slight decline in prices dated from 
Noy. 1. Local market quotations have 
been revised accordingly. 

Shoe Findings.—Those retail hard- 
ware stores carrying a shoe findings 
department are doing a good business 
in a great many instances. A 
least orders received locally for cut 
stock and leather strips, rubber heels, 
etc., suggests so. As for rubber heels, 
the market is supplied with a wide 
variety to pick from and the prices 
offer a very reasonable profit. The 
supply of heavy leathers apparéntly 
is just as scarce as ever, and prices for 
cut stock and strips hold firm. Of light 
stock there is more than enough to go 
around, but the volume of business 
passing daily and the heavy stock situ- 
ation serve to hold market quotations 
steady. Retail hardware dealers inter- 
ested in shoe findings report more and 
more people repairing their boots and 
shoes, especially the foreign laborer, 
who is not in a great many instances 
working a full week. 

Leather taps.—Men's extra 
to 90c. per dozen; light, $1.05 to $1.25; 
medium, $1.30 to $1.60; heavy, $1.85 to 
$2.50; extra heavy, $3.25. Women’s light, 
70e. to 90c. per dozen; medium heavy, $1.10 
to $1.25. Boys’ medium, $1.25 to $1.50 per 
doz.; heavy, $1.75 to $1.90. 

Leather Strips.—Oak, heavy medium and 
light. No. 1, 45c. to 55c.; No. 2, 35c. to 40c. 

Rubber Heels.—Good quality, $1.25 to $2 
per doz, pair. 

Shoe Knives.—A New England manu- 
facturer of shoe, kitchen, rubber and oil 
cloth knives has dropped his prices 
about 5 per cent, and local jobbers 
carrying his line have taken similar 
action. 

Skates.—Snow and ice in various sec- 
tions of New England have resulted in 
freer buying of ice skates by the retail 
hardware trade. Jobbers report that 
going business as more active than it 
has been in some time. Prices are by 
no means settled.. Concessions are 
known to have been made in places near 
Boston where orders of 100 pair or 
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connected with the steel trade, and 
Judge Gary, chairman of the Steel Cor- 
poration is an example, believe that dis- 
armament will have a beneficial effect 
upon the steel trade all along the line, 
and will put it on a more stable basis. 
It is a well-known fact that manufac- 
turers of armament, the three concerns 
engaged in it being Carnegie Steel Co., 
Midvale Steel & Ordnance Co., and 
Bethlehem Steel Corporation, claim that 
their armor plate departments were 
operated at a loss. They further main- 
tain that the manufacture of armor 
plate is a patriotic duty to our coun- 
try, rather than a money-making ven- 
ture. 

The amount of steel going into arma- 
ment is much less than is generally 
supposed. It is true that partial dis- 
armament, and the ceasing of building 








more have been involved. Sellers are 
not coming out in the open with lower 
prices, however. The movement of 
roller skates out of local stocks is dis- 
appointing, and prices naturally are in 
the buyers’ favor. 

Snips.—Quite a demand for tinners’ 
snips appears to have developed in this 
market recently, and a material reduc- 
tion in jobbers’ stocks has resulted. 

Toys.—Just as jobbing houses have 
contended right along, eleventh-hour 
buying of toys has set in. In fact, the 
market for toys, can really be classified 
as active to-day. Activity in this de- 
partment appears to be divided fairly 
evenly between cheap and expensive 
toys. Medium-priced toys, while mov- 
ing satisfactorily, are not as active as 
the other kinds mentioned. 


We qucte from jobbers’ stocks: 
Erectors.—N ( 5e. each: No. 0, 53c.;: 
No. 1, $1.05; No. 2, $1.75: No. 3, $2.45: No. 6, 
$7; No. 7, $10; No. 8, $16.67: No. 10, $24.50. 
Wireless Sets.—N 1004, $3.85 each. 
Soldering Outfits.-—N 1, 67c. each: 


No. 7002, $1.67. 
Miscelianeous.—Hydar 

engineering, No. 6502, 

perimenting, No. 6510, 


d pneumatic 
Heat ex- 
Separate 





phone, No. 3507, $3.63. 

Minerology.—-No. 6550, $5 

Motors.—No. P-52 (2 termina! batteries). 
$1 each: No. P-54 (reverse mo », $1.8 
No. P-58 (4 terminal batteries), 31.58; No 


P-60-C (transformers), $4.55. 

Wire Goods.—The market on bright 
wire goods is about 5 per cent lower, as 
a result of a revision in manufacturers’ 
lists. Bright wire goods are now selling 
at practically the same prices as are 
the brass. 

Wrenches.—Drop forged wrenches 
are now quoted 40 per cent discount, as 
contrasted with 30 per cent, heretofore. 
Otherwise prices on wrenches remain 
unchanged. Small wrenches, especially 
the higher-priced ones usually used 
around automobiles, are selling rela- 
tively better than Stillson and pipe, al- 
though there is a much better demand 
for the last two than was the case a 
short time ago. 

We quote from jobbers’ stocks: Stillson 


55 and 5 per cent discount. Trimo pipe 
wrenches and parts, new list, 55 and 5 per 


cent discount: Coes wrenches, 33% per cent 


liscount: drop wrenches, 40 p 
ent discount: a iltural wrenches, 
and 10 per cent discount. 






of battleships and other war work will 
temporarily, at least, put thousands of 
men out of work, but in the process of 
readjustment these men will eventually 
find work in other lines of employment. 
General business is much pleased with 
the action taken so far at the Washing- 
ton conference, and believes that the 
entire world will be benefited if the 
proposals set forth by Secretary 
Hughes are put into effect. 

General conditions in the heavy steel 
trade show no important changes in the 
past week. Perhaps the most active 
line of finished steel products is tin 
plate, heavy contracts having been 
placed since the price of $4.75 per base 
box was adopted on Nov. 3. The two 
leading consumers of tin plate in this 
country are the American Can Co. and 
the Continental Can Co., and these two 
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interests have contracted for millions 
of boxes of tin plate to be delivered 
during 1922. Other large consumers 
have contracted heavily, and the gen- 
eral outlook for tin plate for delivery 
next year is very much better and the 
tonnage will certainly be much larger 
than was used this year. The American 
Sheet & Tin Plate Co., leading maker 
of tin plate, was operating to about 65 
per cent of total capacity last week, 
and this may reach 70 per cent this 
week. This concern was operating its 
sheet mills last week close to 80 per 
cent, and the independent mills were 
running from 60 to 70 per cent. 

The keystone of the heavy steel 
trade, and in fact of the entire steel 
trade, is pig iron, and so far this month 
quite a few blast furnaces that have 
been idle have again resumed operation. 
Some time ago Carnegie Steel Co. had 
only fourteen blast furnaces in opera- 
tion out of a total of fifty-nine, while 
to-day this concern is operating twenty- 
four blast furnaces, having started two 
stacks at Mingo Junction, Ohio, which 
had been closed down for about eight 
months, and also another stack at Ohio 
Works, Youngstown, Ohio, making five 
sut of six in operation at that plant. 

Prices of pig iron are slowly sagging 
and foundry iron declined last week 
about 50 cents per ton. The Standard 
Sanitary Mfg. Co. bought 2000 tons at 
$19.50 against a recent purchase at fur- 
nace at $20. On the leading heavy 
steel products, bars, plates and shapes, 
prices are being shaded. Soft steel 
bars are readily obtainable at 1.50 cents 
mill, plates have sold below 1.50 cents 
and beams and channels have also 
shaded 1.50 cents at mill. The general 
feeling is that prices on the above 
named products may decline still more 
before the last of the year, as new 
buying is very light and there is a good 
deal of pressure on the part of makers 
to sell. The whole steel industry is on 
a general operating basis of about 50 
per cent, some concerns doing a little 
better and others slightly less than that 
average. 

In the hardware trade, interest is 
now centered on the expected reductions 
in prices to be made by manufacturers 
somewhere between Dec. 1 and Dec. 15. 
For some months, leading jobbers have 
been conferring in person, or by mail, 
with large manufacturers of leading 
hardware products, advising them that 
they should make fairly heavy reduc- 
tion in prices on their products in order 
to start a revival in the demand, and 
to put prices on these products more in 
line with prices being paid for raw 
materials. These efforts may soon 
show results, and it is confidently ex- 
pected that reductions in prices on some 
lines of heavy hardware will be an- 
nounced by the makers before the first 
of the year. 

The volume of trade in hardware is 
fair, but is by no means as good as 
could be desired. Sales of holiday 
goods, and this embraces lines such 
as toys, electrical goods, gas and oil 
heating stoves, etc., are showing an 
increase, but on shelf hardware, sales 
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are light. A good volume of orders is 
being placed by retailers for spring 
goods such as wire cloth, door and win- 
dow screens, garden tools, lawn mow- 
ers and grass catchers. In toys, glass 
baking ware, which in the past two or 
three years has become very popular, 
and also in enameled goods, sales are 
quite active. Cutlery sets for holiday 
gifts are also moving out freely, prices 
being somewhat less than last year. 
There is still some hesitancy on the 
part of the jobbing trade in buying, in 
the belief that freight rate reductions 
may come possibly by Jan. 1, and cer- 
tainly no later than April 1. 

Price changes in the past week were 
not very numerous and the few that 
were made were reductions. There is 
some unevenness in prices on builders’ 
hardware in this district. 

Automobile Accessories —The cut in 
the price of tires noted in our issue of 
Nov. 10, made by the Firestone Tire & 
Rubber Co., has been followed by simi- 
lar reductions in tires and tubes by the 
Goodyear Tire & Rubber Co., B. F. 
Goodrich Co. and other leading makers. 
These reductions average about 10 per 
cent on cords and 15 per cent to 20 per 
cent on fabrics and truck tires. Recent 
reductions on tires and tubes made by 
all the leading makers were quite heavy, 
Firestone tires were reduced from 7, 
to 22 per cent on cords, and 10 to 15 
per cent on fabrics. United States 
tires were reduced 10-to 15 per cent on 
cords and fabrics, the United States 
fabric tire, 30 x 3%-in., can now be 
sold at $10.90 each to the consumer. 
The Kelly-Springfield cord tires were 
reduced 20 per cent and fabrics 10 per 
cent. Goodyear, Miller and General 
tires were reduced from 10 to 30 per 
cent on cords and fabrics, the heavier 
reductions having been made on cords. 
It is claimed that the well-known makes 
of tires and tubes are now selling at 
10 to 20 per cent lower prices than 
before the war. Prices on the small ac- 
cessories are only fairly steady, and are 
being shaded to some extent by nearly 
all dealers. Jobbers quote from stocks, 
f.o.b. Pittsburgh, about as follows: 

Reliance jacks, No. 1, $2.33; No. 2, 
in lots of 12; A. C. Titan spark plugs, 65c. 
in lots up to 10, and 58e. in lots of from 
10 to 100; Derf spark plugs, 96c. each for 
all sizes, in iots less than 50; Champion X, 
50c. each for less than 100 and 48c. each 
for over 100; Champion regular, 58c. each 


for less than 100, all sizes, and 56c. each 
for over 100. 


Builders’ Hardware.—The two or 
three local makers of builders’ hard- 
ware say that demand is much better 
at present than at any time in more 
than a year. However, there is keen 
competition for new business coming 
out, and in some cases, what are re- 
garded as general prices on builders’ 
hardware are more or less shaded. 

Bicycles.—The Westfield Mfg. Co., 
Westfield, Mass., has announced a gen- 
eral reduction in prices on its full lines 
of bicycles. 

Bolts, Nuts and Rivets.—Nothing 
new to report on these items at this 
time. “The demand is light and only 
for small lots. There is keen competi- 
tion for the small amount of new busi- 
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ness coming out, and makers ai: 
ing what are regarded as regula: prices, 
Discounts on fairly large lots fo!low: 
Carriage bolts, % x 6-in., shi r ad 
smaller, rolled threads, 65-10 | ceat: 
cut threads, 65-10 per cent; | YY or 
longer than % x 6-in., 65-10 | cent, 
Machine bolts with H. P. nuts, *. x 4-in,, 
shorter and smaller, rolled thread, 70-10-5 
rer cent; cut, 70-5 per cent; larver 
longer than % x 4-in., 65-10-5 
Machine bolts with C. P. C. & Tn 
4-in., shorter and smaller, 65-5 pir 
larger or longer than % x 4-in 
cent. Lag screws (cone or gimle! 
70-10 per cent. Bolt ends with H 
65-10-5 per cent. Blank bolts, 65 
cent. Tap bolts, 40-10 per cen 
pressed square and hexagon nut 
$5.50 off list; tapped, $5 off list 
punched C & T square and hexagon 
blank, $5.25 off list; tapped, $5 
Semi-finished hexagon nuts, 9/16-in 
smaller, 80-10-5 per cent; %-in. and larger 
70-10-10-10 per cent. Case hardened hexa- 
gon nuts, 75-7% per cent. Rivets, 7/16-in. 
diameter and smaller, 70-10-5 per cent. 


Door Knobs.—John B. Auer, Tren- 
ton, N. J., has announced a general re- 
duction of 10 to 15 per cent in prices 
on his full line of door knobs. 

Drop Forgings—J. H. Williams & 
Co., Brooklyn, N. Y., has announced a 
general reduction in prices on their full 
line of drop forgings, wrenches, etc. 

Iron and Steel Bars.—There is no in- 
crease in the new demand for iron and 
steel bars, which is mostly for small 
lots to cover close needs. The mill 
price on soft steel bars is 1.50 cents 
for the largest orders, and 1.60 cents 
in small lots. These prices are also 
prevailing to a large extent on reinforc- 
ing steel bars in large lots; prices at 
mill are about as follows: 


We quote steel bars rolled from billets 
at 1.50c. to 1.60c.; reinforcing bars rolled 
from billets, 1.50c. to 1.60c. base; reinforcing 
bars, rolled from old rails, 1.45¢ to 1.50c.; 
refined iron bars, 2c. to 2.25c. in carloads, 
f.o.b. mill, Pittsburgh. 


Mop Sticks.—The Erie City Mfg. Co., 
Erie, Pa., has made a reduction in prices 
of 10 to 15 per cent on mop sticks. 


Poultry Netting.—As noted last week 
fairly liberal orders are being placed 
by the trade for poultry netting for 
delivery next spring. Makers are urg- 
ing customers to get their orders in 
early so that there will be no delay in 
delivery when customers want the 
goods. 

Discounts in small lots are 50 per cent 
off for galvanized after weaving, and 5¢ 
and 10 per cent for galvanized before weav- 
ing. Somewhat lower prices are named for 
large lots. 

Screen Doors and Windows.—Al- 
ready several makers report they are 
receiving good orders from jobbers for 
screen doors and windows for delivery 
next spring. Jobbers say they are also 
getting plenty of orders from the retail 
trade, and business next spring in 
screen doors and windows promises to 
be quite active. 


The Continental make of screen doors, 
2-ft. 8-in. by 6-ft. 8-in., this being a stand- 
ard size of screen door, are now quoted by 
jobbers as follows: No. 241, $17.65 per doz.; 
No. 288, $22.50: No. 315. $33.45: and 
457 G, $21.80 per doz. Continental win: 
screens are quoted by jobbers as fo 
No. 7533, $4.20 per doz.; No. 1833, $4.65 
No. 2433, $5.65 per doz. 


Sieves.—Geo. H. Jelliff & Son, New 
Britain, Conn., has announced a general 
reduction in prices on their full line 
of sieves, sifters, etc. 

Sash Chain.—J. M. Russell Mfg. Co., 


shad- 
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Naugatuck, Conn., has announced re- 
duced prices on their full line of sash 
chains. 

Sheets.—The demand for sheets has 
fallen off a good deal, largely due to 
the fact that jobbers and consumers 
covered ahead for some time before the 
recent advance in prices. The last ad- 
vance of $5 per ton made in prices of 
sheets a month ago, has been lost sight 
of entirely, and in fact the first advance 
of the same amount is not being main- 
tained. Prices on sheets in large lots 
at mill seem to have settled down to 
the basis of 2.25 cents for blue annealed, 
9 and 10 gages, 2.75 cents for No. 28 
gage black sheets, and 3.25 cents for 
No. 28 galvanized. However, these are 
extreme prices and are made by only 
some makers for desirable orders, other 
mills refusing to shade 2.40 cents to 
2.50 cents on blue annealed, about 3.40 
cents on No. 28 gage black and 3.90 
cents to 4 cents on galvanized. A local 
dealer notes a sale of 75 to 100 tons of 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, November 19. 

‘T]HE hardware trade is not partic- 

ularly rushed at the present time, 
although the volume® of business re- 
mains satisfactory. Unseasonable wea- 
ther may have a great dea! to do with 
the comparative slackness in trading, 
and it is hoped that the weather will 
soon take a turn for the better. There 
are no particularly high spots to the 
buying, the general line moving fairly 
well. It is somewhat early for the holi- 
day trade in this locality, but jobbers 
and dealers both look for a very suc- 
cessful season. 

Comparatively few price changes 
have been recorded within the past 
fortnight, but it is expected that with- 
in the next month or so many changes 
will be received. Local jobbers have 
again advanced the price of cotton 
goods on account of the firmer tone 
recently shown in the cotton growing 
regions. A slight decline in some lines 
of cutlery has been noted, but other- 
wise prices are about on a par with 
those prevailing in previous report. 

The opening of the hunting season 
this week created a tremendous de- 
mand for shells, and jobbers and deal- 
ers’ stocks are practically cleaned out. 
Most jobbers are looking for a slump in 
builders’ hardware which has been con- 
sistently active for some time, due to 
the fact that a number of labor unions, 
among them the carpenters, painters 
and bricklayers have refused to accept 
the award made by the referee in the 
recent arbitration proceedings to set- 
tle wages for the coming year. It is 
expected that work will be held up on 
quite a number of projects now under 
Way, until the union workers fall into 
line with the general trend of events. 

Alarm Clocks.—Alarm clocks are 
moving fairly well, and jobbers’ stocks 
are in good shane to take care of all 
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No. 28 galvanized at 3.90 cents at 
mills. Some jobbers have slightly re- 
duced prices, following the drop by 
the mills, but are still quoting in small 
lots from stock about as follows: 


Blue annealed sheets, 2.75c. t No. 
28 gage Bessemer black sheets he, to 
3.50c.. and No. 28 gage galvaniz 1.25¢. 
to 4.50c. in small lots from store. eS 
quoted depend largely on the size of the 
order. 


Twine.—The Bibb Mfg. Co., Macon, 
Ga., has recently reduced prices on its 
full line of seine twines. 

Wire Products.—As yet the looked 
for advance of $2.00 -per ton in prices 
on wire and wire nails has not de- 
veloped, and there is now a good deal 
of doubt in the. trade as to whether 
any change in prices will be made by 
the makers in the near future. Since 
Sept. 12, the regular price on wire 
nails has been $2.90 and $2.60 for wire, 
but these prices have not held and are 
being shaded. Ona recent inquiry from 
an Eastern railroad, for a fairly large 
quantity of wire nails, one Pittsburgh 


CINCINNATI 


demands. There have been no recent 
price changes. 

Aluminum Ware.— Dealers report 
their sales as showing a steady in- 
crease, due no doubt, to the approach- 
ing holiday season. The price situa- 
tion is firm and unchanged. 


Automobile Accessories.—Winter ac- 
cessories are having the call right now. 
Radiator covers, engine covers, Weed 
chains, driving gloves and anti-freeze 
solutions are very active. The price 
situation remains firm. 


Jobbers quote: Frost King radiator and 
engine covers, 3314% off. Arctic, 3314% 
off; Extra special covers for Fords only, 
$2.00 each. Weed auto-skid chains in 12 
pair lots, 25% off; Rid-O-Skid tire chains, 
25% off. 

Builders’ Hardware.— The demand 


for builders’ hardware while still fairly 
good, is expected to fall off somewhat 
from now on, as work on quite a num- 
ber of projects will likely be stopped 
unless union workmen accept the re- 
duction in wages recently announced by 
the referee in arbitration proceedings 
regarding the wage scale. A number 
of the unions have refused to accept 
the cut and some employers have im- 
mediately stopped work on buildings 
where these workmen are employed. 
Prices on builders’ hardware are un- 
changed. 

Bolts and Nuts.—The improvement 
noted in last report continues. Mill 
supply houses are well satisfied with 
the volume of sales. Prices show no 
change, 


Jobbers quote: 


Machine bolts, small sizes, 
70 off: large sizes, 65 


65 off. Carriage bolts, 
small sizes, 60 off: iarge sizes, 50 and 10 
off Stove bolts, 80 off. Semi-finished 
nuts, small sizes, 80 and 10 off; large sizes, 
75 and 10 off. 

Cotton Goeds.—Due to advances in 
price of cotton, quotations on cotton 
goods such as mops, gloves and sash 


cord show a decided advance. There is 


a fair volume of business offering in 
these 


lines. 
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independent mill quoted $2.75 per keg, 
base at mill. Jobbers still had large 
quantities of nails and wire due them 
when the Sept. 12, price was estab- 
lished, but have not specified very free- 
ly against these contracts. Jobbers are 
still quoting to .the small trade about 
as follows: 

_ Wire nails, $3.25 
ized, 1 in. and lo 








galvan- 
arge-head 















barbed roofing nails advance 
ver this price of $1 1orter than 1 
n., $1.75; bright Bessemer and basic wire, 
85 per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.35; galvanized wire, $3.45: gal- 
zed barbed wire, $3.85: galvanized fence 
iples, $3.85; painted barbed wire, $3.35: 
ol d fence staples, $3.25: cement-coated 
nails, per count keg, $2.80: these prices 
velng subject to the usual advance for the 
smaller e, all f.o.b. Pittsburgh, freight 
added to int of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days. 
Discounts or ‘ven-wire fencing are 68 to 
70% per cent off st for carloads lots, 67 to 
6946 per « r 1900-rod lots ind 66 to 
68% per cent f all lots, f.0o.b. Pitts- 
burgh. 
Zine.—Nearly all smelters have re- 


duced prices on zinc to the large trade 
from 10 cents to 9 cents per Jb. 


Cutlery.—Thanksgiving sa of cut- 
lery were about on a par with those of 
last year and dealers are well satisfied 
with the volume of business. Prices of 
domestic cutlery are holding firm. 

Drills—The improvement noted in 
last report bids fair to continue as job- 
bers and dealers report a slight in- 
crease in their sales during the past 
two weeks. Prices remain the same. 


Carbon drills. 50 


Jobbers quote: 
T speed drills, 10 and 


oft High i _ ? 

Eaves Trough and Conductor Pipe.— 
The demand continues heavy for eaves 
trough and conductor pipe. The price 
situation is somewhat stronger and ad- 
vances are confidently looked for. Job- 
bers, however, have made no changes 
as yet in their selling prices. 





Jobbers’ quote: 28 ga. 5-in. eaves trough, 
$4.75 per 160 ft ga »-in. corrugated 
conductor pipe, $4.75 per 100 ft -in. cor- 
rugated conductor elbows, $1.73 per doz. 


Galvanized Ware.—Stiffening in the 
market is noted and price advances are 
scheduled for the near future. The de- 
mand has been fairly good. 





Jobbers quote: Galvanized pails. 
$2.25 per doz.; 12 qt., $2.50: 14 qt. 
16 qt., $3.25. Galvanized tubs. N¢ 
per doz.; No. 1, $6.00; Ne. 2. 36.2 
$8.45 

Hunting Outfits.—The opening of the 
hunting season this week reated a 
heavy demand for hunting outfits, and 


most dealers and sporting goods houses 
have about cleaned out their 

Mechanics’ Tools.—The demand for 
mechanics’ tools, while still fair, has 
shown a falling off from that reported 


StOCKS. 


in the previous two weeks This is 
probably due to the fact that a strike 
of carpenters and bricklayers is in 
progress in Cincinnati. Machini 
tools due to the tilght manufac 





conditions, are very slow 
Oil Stoves and Heaters.—There is a 
fair demand for oil stoves and heaters 
at prices prevailing for some time past 
Nails.—It is that an 


expected ad- 





84 


vance of 15 cents per keg will be made 
on the price of wire nails within the 
next week or so. The demand is only 
fair and jobbers generally are quoting 
common wire nails at $3.25 per keg 
base. 

Paints and Oils.—Business continues 
to be fair with prices stationary. It is 
expected that some price changes will 
be made about Jan. 1 on ready mixed 
paints and varnishes. Turpentine and 
linseed oil are firmer, the prices to-day 
being approximately 2 to 4 cents per 
gallon higher than was the case two 
weeks ago. 


Jobbers quote: Ready mixed house paints, 


$2.60 per gal. Linseed oil in carload lots, 
Tic. per gal. Turpentine, 76c. per gal. 
White and red lead, 18c. per Ib. 

Rivets.—The demand is only fair. 
There have been no further price 
changes and all sizes of rivets are still 
quoted at 65 and 10 off. 

Rope.—There is nothing of an inter- 
esting nature to report other than that 
sales are still fair. Prices remain un- 
changed. 

Jobbers quote: Manila 
Ib. Sisal, 10%c. per Ib. 


Sash Cord.—An advance in prices of 


rope, 16%4c. per 
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sash cord has been made by jobbers fol- 
lowing similar announcements made by 
manufacturers, 


Jobbers quote: 
38c.: No. 6, 40c. 


Steel Sheets.—While recently ad- 
vanced prices of mills are not holding, 
prices on sheets in the local market 
have not been reduced and the pros- 
pects of a reduction are remote. Sales 
are very good. 


Jobbers quote: 
per 100 lb.; 28-ga. 
100 Ib. 


Skates.—There’ is only a fair de- 
mand for ice skates as most dealers car- 
ried over quite a stock from last year. 
Prospects of a cold winter, which 
weather forecasters declare are excel- 
lent, will likely stimulate the demand, 
and jobbers look for a fair season. 

Jobbers quote: Men’s and Boys’ all clamp 
club skates, all nickel plated, $1.30 to $1.70 
per pair; Women’s and children’s clamp 
skates, nickel plated, $1.60 to $2.00 per 
pair. 

Sleds.—The demand for sleds is fair, 
according to local jobbers, and there 
will likely be an increase at the first 
sign of snow. Some dealers have al- 


ready purchased their winter supply 


No. 8, 36c. per lb.; No. 7, 


black sheets, $4.25 


28-ga. 
$5.00 per 


galvanized, 


November 24, i. _ 


and have been told their is no prospect 
of a shortage. Prices are firm and un- 
changed. 


Screws.—The demand for scre vs sti]} 
continues fairly good and wood screws 
are active. Prices are unchanged. 

Jobbers quote: Machine screws, a!! 
75 and 10 off. Cap screws, 75 of 
screws, 80 off. Coach screws, 60 and 
off. Wood screws, 80 and 25 off. 

Shells.— With the opening of the 
hunting season the demand for shells 
has just about cleaned up jobbers’ and 
dealers’ stocks and rush orders are now 
being placed in order to replenish them, 


sizes, 


Set 
10 


Snow Shovels.— Some interest js 
being shown in snow shovels and ice 
scrapers, but the bulk of the orders is 
yet to be placed. Jobbers’ stocks are 
in good shape to take care of all de- 
mands. 


Stove Board.—The demand stil! con- 
tinues good for stove board. There have 
been no price changes recently. 


Jobbers quote: Wood lined stove 
24-in., $11.00 per doz.; 26-in., $13.00; 
$15.25; 30-in., $17.00; 33-in., $20.50; 36-in., 
$24.60. Paper lined stove boards, 24-in., 
$6.75 per doz.; 26-in., $7.50; 28-in., $8.95 
30-in., $9.60; 32-in., $11.65; 35-in., $15.00. 


boards, 
28-in., 





Current Metal Prices—November 19, 1921] 


fron and Soft Steel Bars 
and Shapes 

Per Ib. 

2.68¢ 

10.00¢ 


Bars: 
Refined 
Swedish 


Iron, | 
Bars, 


ase 


price... 
base price.. 

Nos. 
Soft Nos. 
; to 1% 
square 


Steel: 


, and 


1% to 6 x 3/16 to 
8 (base price) 


Bends, 
No. No. 

Hoops (base price).... higher, 

Beams and Channels, Angles 
and Tees: 
8 in. x &%& in. and larger, 
base 
Channels 
under 3 in. 


No. 14 
No. 
Nos. 18 
Nos. 22 
No. 
No, 
No. 
No. 
No. 

higher. 


Angles and Tees 
x% 2 


Merchant Steel 
Per Ib 


Tire, 1% x % in. and larger.2.65¢ 
Smooth finish. 1 x 2% 

x % in. and larger....... 
Toe calk % x % in. and 

larger re 
Onld-rolled 

and quarter calih 6.2 
Open-hearth spring stee! 

4.900@6.00¢ 

Ghafting and Screw Stock: 

BOURSES cccccccccccccssecs 3.88¢ 

Squares, flats and 

ex. 


ones cast steel, 


2.85¢ 


5¢ to 7.25¢ coarser: 
Bright 
Annealed 


Galvanized 


Tinned 


base 


High Brass 
Brass Wire 


High 
Brass Rod 
3rass 


Tank Plate—Steel 
Per Ib. 
heavier... . .2,.78¢ 


% in. and 


Copper 
Sheets 
Blue Annealed 


COecrorerevecovevcoces 8.53¢ 
- -B.58¢ 

. + B.O3¢ 

- -8.73¢ 


2¢ per Ib 


Boe Annealed—Black 


18 and 20..3.80 to 4.05@.... 
22 and 24.3.85 to 4.10@4.50¢ 
Ne: RG. vcscses 
ee Sea 
a 

28 and lighte 2, 


Galvanteed 
Stebds aoe ee 4.10@4.35¢ 


and 


28 nnd lis 


Steel Wire 
Base Price* 


Basic 
Soft 
Annealed 
Copper Basic 
Soft Bessemer....... 


Tube, 
Brass Tube, Seamless.19 
Tube, 


Sheet Copper, hot 
20% to 28%¢ per lb. 
Gold rolled, 


“Regular extras for lighter gages. 


Tin Plates 


Soft Steel Bright Tin 


é 3.. 
One Pass, 


Per Ib. 


Blued Stove 
Pipe Sheet 
Per Ib. 


.3.90 to 4.15@4.55¢ 
-4.00 to 4.25@4.65¢ 

--4.25 to 4.50@. 
36 in. wide, 


IXX 
IXXx 
10¢ IXXXX 


Ooke—14 # 20 


Per Ib. Primes 
80 Ib. 
90 lb, 
100 Ib. 
IC 

IX 

IXX 

IXxX 
IXXXX 


. 4.25@4.50¢ 
20.......4.40@4.65¢ 
4.55 @4.80¢ 
-4.70@4.95¢ 
-4.85@5.10¢ 

. 5.00@5.25¢ 
5.50@5.75¢ 

une. 36 in wide, 20¢ 


Terne Plates 
8-lb. Coating 14 # 2 


100 Ib. 
9 gage and 10 

Per Ib, > gre 
pcekeemeaces 4.00¢ Firedoor 
ode whee as hee 4.00¢ 
shad cae 4.75¢ 
Serre rrr rT” 4.50¢ 
6.00¢ 


on No. 


Stock 


Straight pig 


Brass Sheet, Rod, Tube and 


Wire 
Sheet... 


Lake Ingot 
Electrolytic 
Casting 


-16%@19%¢ 
Pi @21%¢ 

% @20%¢ 
rs %@ 31%¢ 
@20%¢ 
Seamless20 % @22%¢ 


Brazed.. 
Western spelter ... 


Grade 

AAA" 
Charcoal Charcoal 

14x20 


$10.25 


5.00 
16,50 


10.40 


Babbitt Metal 


Best grade, per Ib 

Sts Commercial grade, 
Grade D, per lb.. 
14x20 
$ 8.75 
10.25 

11.75 

13.50 


Antimony 
Aslatic ...ccccececeees OCH@OKG 


Aluminum 


No. 1 aluminum (guaranteed 
over 99 per cent pure), in 
{ingots for remelting, 


Wasters 
$ 5.80 


5.90 


Old Metals 
market is stronger with 
slightly higher. Dealers’ 
prices are nominally as 


The 
values 
buying 
follows: 


6.00 
6.15 
7.15 
8,15 
9.15 
10.15 


Cents 

Per lb, 
crucible. $10.75 
10,00 


Copper, heavy and 

Copper, heavy and wire 

Copper, light and bottoms... 8.25 

Brass, heavy . 5,50 

Brass, light 

Heavy machine 

No. 1 yellow brass turnings. 

No. 1 red brass or composi- 
tion turnings 

Lead, heavy 

Lead, tea 


composition 


Welded Pipe 
Standard—Steel 


y% in, 
™% in, 
1-3 in. Butt 


Spelter and Sheet Zinc 


Sheet sinc, No. 9 base, casks, 


11%¢ open 12¢ 


Copper Sheets 


rolled 24 os. 

base. 

14 of. and heavier, 
over hot rolled. 


American pig lead 
Bar lead 


No. 1 solder .... 
Refined solder 


Solder % and % guaranteed..21%¢ 


Lead and Solder 
5% Q@6%¢ 


™% in. Butt 
1-1% in. Butt 
2 in. 

2%-6 in. 

7-12 in. 
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Stove Pipe—The demand continues 
heavy for stove pipe and both jobbers 
and dealers report exceptional sales. 
Prices are firm and unchanged. 
Jobbers quote: Royal grade stove 
f-in., 17c. per jt.; 7-in., 20c. per jt. 
pipe elbows, 6-in., $1.65 per doz.; 
$2.25 per doz. 

Tires.—Goodrich tires have been re- 
duced approximately 25 per cent and 
other makes have also shown reduc- 
tion. 


pipe, 
Stove 
7-in., 


Toys.—Jobbers handling toys report 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn. 
Nov. 19, 1921. 
USINESS conditions in a_ general 
way are perhaps a little slower 
than during September. Possibly the 
recent extensive advertising of the un- 
employment situation has been largely 
responsible. This has had the effect of 
making many people feel more or less 
insecure in their positions and for this 
reason that they had better economize 
as much as possible. Certain it is that 
there is less activity, but it is hoped 
it will not reach large proportions. 
Both jobbers and dealers have been 
feeling the effect somewhat in their 
regular lines. Dealers are now mak- 
ing preparations for the holiday trade. 
No matter what other conditions are 
there is generally a good volume of 
sales for holiday goods. 
The Northwest has received a much 
earlier snowfall than usual and this 
should help to stimulate business in 
winter goods. , 
There have been no price changes of 
importance during the past few weeks. 
Builders’ Hardware. — This depart- 
ment of the average retail hardware 
store continues to bring in a very good 
volume of business, in fact far out of 
proportion to any other department. 
Indications are that building will con- 
tinue practically through the entire 
winter. Hundreds of garage sets are 
being sold for private garages. 
Axes—Now that there have been 
heavy snowfalls over a good portion 
of the State demand for axes should 
begin to show some improvement. 
Prices remain as when last quoted. 
We quote 
Single bit, 
Weights. 
Brads.—The sales of brads continue 
to be of fairly good volume along with 
other items needed in construction 
work. Prices remain the same. 


We quote from local jobbers’ stocks: 
Brads in bulk, 75 per cent; in small pack- 
ages, 70 per cent. 

Bolts.—Interest in bolts does not 
show any particular improvement and 
the market is remaining rather dull. 
We quote from local 
Small carriage bolts, 60 per cent; large 
‘arriage bolts, 50-5 per cent; small ma- 
chine bolts, 60-10 per cent; large machine 
tolts, 55-5 per cent; stove bolts, 75-10 per 
‘ent; lag screws, 60-10 per cent. 


Coal Hods.—There is a fairly good 


jobbers’ stocks: 
bit, $19.50, base 


local 
double 


from 
$14.50; 


jobbers’ stocks: 


HARDWARE AGE 


that business is picking up nicely and 
dealers also see indications of a good 
holiday trade. Mechanical toys seem to 
be most in demand with wheel goods a 
good second. 

Tree Holders.—There is a fair de- 
mand for Christmas tree holders and 
jobbers’ stocks are in good shape to 
meet it. Prices are unchanged. 


Jobbers quote: 
with geld 


Cast-iron japanned, stri) 
bronze, $11.00 per doz. 

Wire Products.—There is only a fair 
demand for wire products, but it is ex- 


TWIN CITIES 


demand for coal hods just at present. 
The season is usually short. 

We quote from local jobbers’ 
Japanned open, 17-in., $4.30; 18-in., 
japanned funnel, 17-in., $5.40; 18-in., 
galvanized open, 17-in., $6; 18-in., 
galvanized funnel, 17-in., $7.40; 18-in., $8 

Eaves Trough, Conductor Pipe and 
Elbows.—Sales continue to be in very 
good volume and should remain so dur- 
ing the next few weeks. Prices are un- 
changed. 

We quote 


stocks: 


from local stocks 
Baves troug gage, 5-in., lap joint, sin- 
gie head, $4.50 per 100 ft.; 3-in. conductor 
pipe, 28 gage, corrugated, $4.50 per 100 ft.: 
elbows, 3-in. corrugated, $1.63 per doz. 


jobbers’ 


Files.—While there is some small re- 
tail demand the total volume of sales 
remain very light. 


We quote 
Nicholson 
60-10 per Riverside files, 
cent. 

Galvanized Ware.—With the excep- 
tion of ash cans the demand for gal- 
vanized ware remains rather inactive. 
This is the season for ash cans and the 
sales are fairly good. Prices remain 
as when last quoted. 

We quote from local jobbers’ 
Galvanized tube No. 1, $6.40 per 
i > 


$7.20: No. $8.40; heavy 
$20.50: No 


local 
per cent: 


from 
files, 60 
cent; 


jobbers’ stocks 
Areade file 
65-10 per 


stocks: 


No 1, $18.50: No. 2, 
standard 
12-qt., 
pails, $4.35 
Glass and Putty.—Retail hardware 
dealers are now in the midst of their 
best season for these two items and are 
getting a good volume of business. 
We quote from local jobbers’ stocks: 
Single strength, 80 per cent; double 
strength window glass, 82 per cent. Com- 
mercial putty in bladders, $4.10 per cwt 
Lanterns.—Sales continue to be very 
satisfactory and are about the usual 
volume for this season. 
We quote 
Tubular long 


stocks: 
tubular 
dash, 


from local jobbers’ 
globe, $14 per doz.; 
short globe, $13.25 per doz.; tubular 
$17.60 per doz, 

Nails.—The demand for nails con- 
tinues to be very active and of good 
volume, and indications are that it will 
continue so throughout the winter. 
Prices remain unchanged. 

We quote 


stocks: 
cement- 


jobbers’ 
base; 


from local 
Standard wire nails, $4 
coated nails, $3.40 base. 

Oil Heaters.—While sales continue 
to be fair, the bulk of the business for 
this season is undoubtedly over. Prices 
remain as when last quoted. 

We stocks: 
capacity, 
4-qt 
body, 


quote from 
Japanned, polished 
$3.50 each; nickeled, polished steel, 
capacity, $5.40 each; blie enameled 
{-qt. capacity, $7 each. 


local jobbers’ 
steel, 3-qt. 
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pected that shortly after the first of 
the year more interest will be shown as 
dealers’ stocks are reported to be very 
low. Prices are unchanged. ; 

Window’ Balances. — Caldwell and 
Coleman window balances have been 
reduced 7 per cent and local jobbers 
have changed their prices accordingly. 

Wire Cloth.—The new price on wire 
cloth has been received by local job- 
bers who now quote black painted wire 
cloth, 12-mesh at $1.90 per 100 sq. ft. 
The old price was $2.40. 


Paper.—Sales of builders’ papers con- 
tinue of good volume, and the prospect 
for future business is bright. 

jobbers’ 
cwt.; 


stocks: 
threaded 
ig, $2.90 per 

Registers. — Sales remain of 
small volume as for s me 
Prices show no change. 

We quote 


Cast é 


very 
past. 


from local j 


oiatare *) - 
isters d ye 


I 


standard price lists. 
Rope.—Sales of rope 
show a gradual improvement, although 
individual orders are small. 
We quote 


Pure 


sisal 


cont ie to 


from local jobbers’ stocks 
manila rope, 18!sc. per Ib. base; pure 
rope, l44sc. per Ib. base. 

Sandpaper.—Sales of sandpaper con- 
tinue to be’a very good volume due to 
building conditions. Prices show no 
change. 

We quote jobbers’ 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.5) per ream; No. 1 gar- 
net paper at $15 per ream. 

Sash Cord.—Sales of sash cord re- 
main very active and of good volume. 
Stocks are ample, and prices are firm. 

We quote l 
Best grades from 58e. to 65c. per Ib.; ordi- 


nary ish cord per 


from local stocks: 


fron local jobbers’ st ‘s: 
fron ir ie 
Sash Weights.—The demand for sash 
weights continues to be good and of 
large volume. Prices remain firm. 


We quote from lecal 
per cwt. 


jobbers’ st 


Screws.—The sales of screws con- 
tinue to be good and are very much 
better than during the early summer 
season. Electricians are using large 
quantities of the larger sizes for wir- 
ing purposes. Prices are the 

We quote from 
Flat head bright 
head blued screws, 
japanned 7 


same. 


local 


jobbers 
screws, SU per ¢ 


per 
screws, 70 } 

screws, 72% per cent 
brass screws, 70 per cent 


brass 


Snow Shovels and Sidewalk Scrap- 
ers.—As reported in last week’s price 
list there was a snow storm in prog- 
ress. This has remained and more has 
fallen; consequently there has been an 
extremely active demand for both shov- 
els and scrapers. Prices remain as 
when last quoted. 

We local 


quote from jobbers’ 


Wood, straight handle, $5 
blade, straight handle, $4.5 
vanized steel blade, D hank 
sidewalk scrapers, $ 

Solder.—There is a little more 
terest being shown in solder, principal- 


°0 per 


i] 
4.50 


} 
steel 


in- 
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Paint Material Prices as Quoted in New York—November 19, 192] 


Animal, Fish and Vege- 
table Oils— 

Linseed, Raw, carload 

lots, gal. 
City, 5-bbi. 
Out-of-town, 5 bbl 
and over, gal 
Boiled, 2¢ per gal. 
Lard, city, Steam... 
Compound 
Neutral 
Cotton seed, 
Bleachable 


Palm, 


lots, gal... 
lote 

advance on Raw. Gilders 

- 9%4@ 9% Ex. 

-114%@11% 
Bone, Ib, 
Hide, Ib. 
Foot, lb. 


oui in bbls. 
Tallow, acidless, 
Menhaden i 
Crude, in bbls ‘ v. 
Light pressed, gal Hone’ D 
Orange, 


Sistas 


gal... Kala 


bbl., 

- 9% @9% 
-39@ .40 
40@ .42 


Cocoanut, Ceylon, 
x. Z., gor 
Cod, Domestic, Prime. . 
Newfoundland, in bbl.. 
Corn, Refined bbl. Ib. 114%@11% 
Crude bbl., 10@10% 
Olive, denatured, Dbl., Red 
per gal. "$1. 15@1.20 


White 


Sea 


Neatsfoot pure gal 
Extra No. 1 


spot per 
Soya Bean, 


Whiting in Cwt. 
Commercial 


Button 


Fine 
Superfine 
White and Red Lead, Ete. bulk 
Indian Red, Standard.. 
Lead, 20 
Oxide, Selected, per Ib. He 8% 
1 


Green Seal 


92@ — White Seal .. 


722@ — 


ee | ee +» 9@9% 

Black, Ivory 

Lampblack 
Chinese 
Prussian 
Soluble ... 
Ultramarine 
Milori, 


$1.15@1.2 
-20@1.2: 
-80@1.35 


.20@ .2: 
-26@ .28 
15@ Brown, Sienna, Italian, 

Burnt and  aaaipasanene 


Turkey, Umbe 


Green, Chrome 
eally Pure, 
Grinders 
Common 

Paris. Green, 
Arsenic 

Red Carmine, 


73@ — 


Cents per Ib. 
7T%@7% Rose Pink 
Tuscan Red 


Natural 


Dry 
Zine 


Yellow, Chrome 


evcvcece 11 
Dry Colors 


Black, Carbon Gas.... 


Brown, American, Burnt 34@ 4 


Chemi- 


Red Oxide.... 
Vermillion, English .... 


~ -¥ of Turpentine, 
Per gal., yard basis 
Colors in Oil 
BLACK :— 
Coach black 


@11% 


Chinese 
Cobalt, imitation 
Prussian 
Ultramarine 

BROWN :— 
Sienna, Italian, burnt, 

or raw, best grades .32 
Umber, Turkey, burnt 

or raw, best grades .27 
Vandyke brown, gen- 

uine 82 


GREEN :— 


6% 15 
6 


com., 25% pigment. "25 


(Minimum 
in oil), 100 1b..$11.75 
Tuscan Soseeesns cle 
Venetian 
WHITE: 
White neh in ofl, 100 
BM. cs cbiceneccor 9.87 — 10,68 
YELLOW :— 
Yhrome A Ma 
Ochre, French 14— 416 








ly by radiator repair shops. Prices re- 
main as when last quoted. 
We quote from local jobbers’ 
Half a half solder, 22c. per Ib. 
Steel Sheets.—Due to manufacturing 
conditions there is only a very light de- 
mand for steel sheets. Prices remain 


unchanged. 


We quote from local 
28 gage black sheets, 
28 gage galvanized sheets, $5.50. 

Stove Goods.— There is a fairly 
steady demand for stove goods, which 
has probably reached its height. 

We quote from local jobbers’ stocks: 
Stove boards, i ae 28 x 28, $16.15; 
30 x 30, $18.1 26 x 36, $26.10; stove 
pipe, uniform blued, 28 gage, 6-in.. $13.50 
per crate K. D.; elbows, 6-in., common 
corrugated, $1.56 doz.; 6-in., adjustable, 
charcoal iron, $2.05 doz.; dampers, cast 
iron, wood or coil handle, $1.50 doz.; 
shovels, japanned, 15-in., 75c. doz. ; ja- 
panned jumbo, 21%-in., $1.70; japanned 
jumbo junior, 14-in., 60c. doz. 


stocks: 


stocks: 
cwt.; 


jobbers’ 
$4.50 per 


Washington News 


(Continued from page 72) 


transactions, and wherever there §is 
freedom of contract on the part of the 
constituent members there cannot be a 
violation of the Sherman Act. 


Opportunity Not Conclusive 


“The prosecution down deep, evi- 
dently believes that an association of 
producers or merchants must neces- 
sarily be obnoxious to the Sherman 
Act, because it affords an opportunity 
for the members to conspire to re- 
strain trade. 

“Where there is such an association 
it is perfectly natural for members to 
express themselves as to conditions and 
prices; in fact, that is what the asso- 
ciation is formed for, and these ex- 
pressions have been seized upon by 
counsel as evidence to show that a cor- 
rupt agreement was actually made. 





Steel Traps.—Some interest is now 
being shown in steel traps, as a heavy 
snow has fallen. Prices are the same. 

We quote from local jobbers’ stocks: 
In dozen lots: Victor No. 0, $1.71; No. 1, 
$2.01; N e, $3.05; No. 2, $4.21; New- 
house » $4.75; No. 1, $5.62; No. 1%, 
$8.50; No. , $12. 56. 

Tin Plate-—The market in this terri- 
tory continues to be rather inactive. 
Prices remain as when last quoted. 

We quote from local jobbers’ stocks: 
Furnace coke ICL, 20 x 28, $14.15; roofing 
tin. IC, 20 x 28, 8 Ib. coating, $14.50 per 
box. 

Weatherstrip.—There is a good de- 
mand and the usual amount of fall 
‘business is being done. 

We quote from local jobbers’ stocks: 
Wood and felt, %-in. and %-in., $2.10 per 
100 ft.; 1-in., $2.85 per 100 ft. 

Wheelbarrows.—Sales of barrows re- 
main only of fair volume and are some- 


“To my mind some of these ex- 
pressions are evidence that no such 
agreement was in fact made, if they 
were evidence of anything. It would 
be perfectly natural among a meeting 
of oil men, for some one to say he 
thought prices ought to be higher. The 
meaning conveyed by such an expres- 
sion would be that the man was at a 
loss to understand why prices were not 
higher, taking into consideration the 
demand and supply and conditions of 
the trade. I might well say to-day that 
the weather ought to be cooler with- 
out laying myself open to the imputa- 
tion that the temperature had been 
fixed by an agreement of mine. 

“Logic which assumes that because 
there is an opportunity to fix prices, 
therefore prices are fixed, is contrary 
to the genius and theory of our law. 
Every man is presumed to be innocent 
until he is proved to be guilty. 

“If the Armstrong Bureau is to be 


what better than early in the year. 
Prices remain as when last quoted. 

We quote from local stocks: 
Wood stave fully bolted, doz.; No. 
1 tubular steel, $7 each; garden, 
$5.40 each. 

Washers.—The market remains dull 
and inactive. 

We quote from local jobbers’ stocks: 
One-half in. wrought steel, $6.45 per ewt.; 
l-in. wrought steel, $6 per cwt 

Wire.—The demand for wire of all 
kinds remains very light, and as the 
heavy snowfall will probably prevent 
farmers from building fences, business 
will undoubtedly be light in this line 
until spring. Prices show no change. 

We jobbers’ stocks: . 
Barbed rod spools, 
$3.43; galvanized cattle, $3.78; painted 
hog wire, $3.66; galvanized hog 
$4.05; smooth black annealed No. 9, 
per cwt.; smooth galvanized annea'ed No. 
9, $4.20 per ewt. 


jobbers 
$36 per 
No. 


quote from local 
wire, painted cattle, 80 


dissolved merely because it afforded an 
opportunity for the members to fix 
prices, then this court with equal pro- 
priety could be asked to dissolve any 
lunch club where business men meet. 
This theory hardly warrants discussion 
and I would not mention it had I not 
been gravely urged in this case, that 
such was the underlying thought of 
the prosecution. It is the ancient 
fallacy—post hoc, propter hoc. 

“The bill will be dismissed for want 
of equity.” 


Death of David G. James 


David G. James. a former hardware 
dealer in Richland Center, Wis., died 
recently. Early this year he had given 
up active interest in the business in 
favor of his son, O. B. James. Mr. 
James was a Civil War veteran and 
was one of the few survivors of the 
Andersonville prison. 








